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Equitable Life of Iowa Building, Des Moines 
Iowa’s Tallest Office Building 








Here’s Why 


Recently we asked a successful Equitable Life of Iowa agent 
what one thing about the company was the most helpful to him 
in his work. His reply was, “The company’s conservative busi- 
ness policy.” He said, “Conservatism has given the Equitable 
Life of Iowa a national reputation for absolute stability and has 
made possible the outstanding accomplishments that have made 
it preeminently a quality company.” 


The Equitable Life of Iowa takes pride in holding this 
esteem of its agents and welcomes new agents of high caliber 
who will appreciate the integrity and soundness of this institu- 
tion. 


Among the many advantages to agents of a connection with 
this company are the following: 


Conservative business policy 
Extremely low net cost 

Salary Saving Insurance 

65 Standard Policies 

Practical, helpful service to agents 


Men desiring contracts with a progressive, helpful 
Company write to Agency Department. 


EQUITABLE LIFE 


INSURANCE COMPANY 
OF IOWA 


Founded: 1867 Home Office: Des Moines 
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PROGRAM FOR 1926 


Reduced Non-participating Rates Several New States Opened 

Increased Dividend Scale 

Increased Service to Policyholders Increased Standard of Solvency 
and Agents 


All of which came over our own counter—no consolidations. 


Admitted Assets 
$6,874,226.76 


If looking for a new connection write the Home Office 





CENTRAL LIFE INSURANCE 
COMPANY OF ILLINOIS 
CHICAGO 


| 


MAAC 


Free Educational Course 





Business in force 


$51,294,000.00 


Surplus to Policyholders 
$685,729.79 
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MORAL HAZARD SEEN 
IN DISABILITY CLAUSE 





Life Companies Believe It Has 
Grown Apace, Like Dis- 
ability Business 





LOSS GENERALLY HIGHER 





Medical Men See Reaction from Life 
Conservation Work in Bona Fide 
Health Claims 





With the greater attention that is 
being given to the selection of business 
under the disability clause, as written 
with life insurance policies, medical di- 
rectors and actuaries are more closely 
scrutinizing the business, particularly as 
it involves moral hazard. It was not 
formerly believed that it was necessary 
to reckon with moral hazard in connec- 
tion with the disability clause, but offi- 


cials are more and more acquiring the 
opinion that it is as important a factor 
with the disability clause as in the dis- 
ability business as done by accident and 
health insurance companies. 


Moral Hazard an Item 


Accident and health companies have 
long recognized the importance of moral 
hazard, particularly in connection with 


the health end of the business. This 
was not fully recognized by the life 
companies at first, however. It was be- 


lieved that the disability clause as writ- 
ten with the life insurance policy was 
considerably different from disability in- 
surance and that the experience under 
the clause did not necessarily follow the 
experience of the ordinary disability 
business. As the business became pop- 
ularized, however, and the policyholders 
discovered that their disability clause in 
the life insurance policy was in effect a 
regular noncancellable disability policy 
with a three months elimination clause, 
they soon began to treat it accordingly 
Claims increased, particularly question- 
able claims. In the early years of 
underwriting this clause, the life com- 
panies did not have much occasion to 
question the claims under the disability 
clause, but in recent years, questionable 
claims have greatly increased in number, 
and caused a large part of the difficulty 
encountered by the legal departments. 
Because of the increased loss rate, dis- 
ability rates were found inadequate and 
now the life companies are rapidly re- 
adjusting their rates to a higher level, 
new announcements being made prac- 
tically every week of companies that 
have increased their rate schedule on 
this clause. 


Losses Naturally Increase 


_ Bona fide disability claims are becom- 
ing more frequent it is true. As one 
medical director pointed out, the dis- 
ability clause is now feeling the effect 
of the tremendous health conservation 
campaigns that have been launched over 
the country in the past generation or 
two. Many are now approaching mid- 
dle age and old age, who formerly would 





McMURRAY ENDORSED 


TERM IS UP IN SEPTEMBER 


Insurance Interests Are Pleased With 
the Record of the Indiana State 
Commissioner 


Thomas S. McMurray, Jr., Indiana 
insurance commissioner, in a conference 
with the governor announced that he 
would be willing to accept another term 
if the governor desired to appoint him. 
Mr. McMurray’s term expires in Sep- 
tember. He had decided to retire from 
political life, as he had been approached 
on some insurance propositions. How- 


ever, a number of the insurance men 
and citizens of the state earnestly re- 
quested Mr. McMurray to accept an- 
other term if it were proffered him. He 


has had the matter under consideration 
and only made his position known to 
the governor recently. 

He is chairman of the executive com- 
mittee of the National Convention of 
Insurance Commissioners and is promi- 
nent in the councils of that body. The 
Indiana Association of Legal Reserve 
Life Companies at its meeting last week 
unanimously indorsed Mr. McMurray 
and a committee was appointed to re- 
quest the governor to reappoint him. 
Mr. McMurray has been fair and cour- 
ageous in his administration of the in- 
surance laws of the state. He formerly 
was a fire insurance man. Those who 
have dealings with him find him broad 
gauged. 

Mr. McMurray has not used his office 
for political purposes. He has kept aloof 
from all entanglements of that nature 
and hence has not been embarrassed by 
political demands. 


not have survived beyond youth, and 
thus the increase in the number of these 
weaker or more sickly individuals among 
the older age group has resulted in a 
higher percentage of disability claims. 
Not only is this true of the older age 
group, but of the younger group. 
Infant mortality has been greatly re- 
duced, but that has increased the per- 
centage of disability claims among the 
younger age group, as it has carried 
into youth more infants that would have 
died under the conditions that existed 
during the early days of life underwrit- 
ing. In addition to this increase in bona 
fide claims, however, the life companies 
have experienced an additional increase 
which they credit to moral hazard and 
which is now being closely scrutinized. 


W. T. Grant to Speak 


W. T. Grant, president of the Busi- 
ness Men's Assurance, Kansas City, 
will be the principal speaker at the 
meeting of the Tunior Association of 
the American Life Convention in De 
troit on Sept. 2. He will make an 
eddress on “If I Were Twenty-five.” 


Northwestern Mutual Figures 

At the quarterly meeting of the trus- 
tees of the Northwestern Mutual Life 
last week it was reported that 37,739 
policies were paid for, representing $183,- 
346,988 of insurance, the first six months 
of this year. New premiums received 
exceeded those for the same period last 
year by $2,850,000. 





CHAPMAN fod ADVANCED | SALARY SAVINGS PLAN 


TAKES HIGHER AGENCY POST 
Appointment as Assistant Superinten- 
dent Agencies of Northwestern 
Mutual Announced 


Trustees of the Northwestern 
Life reelected all of the officers of the 
company at the quarterly meeting last 
week. W. Ray Chapman, who has been 


in the agency department for several 
years, was made an assistant superin- 
tendent of agencies, augmenting the 
force under Charles H. Parsons, super- 
intendent of agencies. 

Mr. Chapman's Career 


Mr. Chapman has been with the com- 
pany in the agency department for the 
past four and one-half years, coming 
there Feb. 1, 1922. He was given charge 
of the statistical division of the depart- 
ment, and in addition has been editor of 
“Field Notes,” monthly publication of 
the company, devoted to information for 
the agents of the company, for three 
years. He has had various other duties 
in the agency department in connection 
with this work. Mr. Chapman has been 
the home office representative on the 
standing committee of the Association 
of Agents for the past three years, and 
the success of the 50th annual meeting 
of the association was in no small meas- 
ure due to his work and energy, as he 
had a great deal to do with planning 


the arrangements of the meeting. 
From West Virginia 
Wheeling, W. Va., claims him as a 
son, for he was born there in 1895 and 
went through the public schools and 


high school. He received his bachelor’s 
and master’s degrees at West Virginia 
Wesleyan college and from there en- 
tered the Harvard Graduate School of 
Business Administration from which he 
graduated. During the war he served 
as a second lieutenant in the infantry. 
He was with the Wheeling Steel cor- 
poration at the Bell Iron Works, Steu- 
benville, O., for two years as cost ac- 
countant in charge of operating costs. 
Mr. Chapman’s first venture into the in- 
surance field was with the Law & Rob- 
erts general agency for the Northwest- 
ern Mutual Life at Wheeling, W. Va., 
Law general agency, 


now the Clyde O. 
as special solicitor in the field. His 
work in that agency attracted such 
favorable attention at the home office 
that he was called there after being 
with the general agency only six 
months. 
Guaranty Life Honors Loyet 
In tribute to A. J. Loyet’s 15 years’ 


service with the Guaranty Life of Dav- 
enport, officials have designated August 
as Loyet month and at the close of 
the period the company will tender the 
general agent in Davenport a banquet. 
Mr. Loyet has been assistant superin- 
tendent of agencies, agency director for 
the northern part of Iowa and lately 
Davenport general agent. He has been 
president of the company’s $100,000 
Club and is one of the outstanding 
agents of the Guaranty’s roll of honor 
agents. 


“SNARE AND DELUSION” 





Equitable Life of Iowa Finds Ex- 


Mutual 





perience Is Very Un- 
satisfactory 


———. 


HAD ANNUAL CONVENTION 





Leading Agents Attend Educational 
Sessions and Recreational Pro- 
gram Held by Company 





“The salary savings plan of insurance 
said 

of 
the an- 
the 
In dis- 


has proved a delusion and a snare,” 
R. C. McCankie, actuary 
the Equitable Life lowa, at 
nual convention held 
cempany in Chicago last week. 
the experience with 
insurance on this plan, Mr. McCankie 
said that the lapse ratio on salary sav- 
ings about 30 per 
cent the first policy year. In addition 
the average policy is only about one- 
half the size of the general average ot 
the company’s business. The company 
has few salary savings cases of any 
size, usually only a very small number 
taking advantage of the plan. Mr. Mc 
Cankie said that if the idea had worked 
out that the permanent employes 
having large salaries would have taken 
advantage of the offer, the experience 
might have been favorable, but that in 
actual experience it was found that 
chiefly those having small incomes ap- 
plied for insurance. A large part of 
the heavy lapse ratio is due to the high 
labor turnover among this class of em- 
ployes. 


associate 
of 


agency by 


cussing company’s 


business has been 


50 


Return Is Small 


Mr. McCankie said that the company 
had been disappointed. He believes 
that the returns to the agent as well as 
to the comany are less from salary sav- 
ings insurance than would be the case 
if an equal effort were put forth in 
straight insurance selling. This ex- 
perience is of interest in view of the 
fact that the salary savings plan was 


| hailed as one of the great forward steps 





in the insurance business. About a 
year ago it was predicted by some that 
the salary savings plan would make 
great inroads into the industrial insur- 
ance field, but, judging from the ex- 
perience of the Equitable Life of Iowa, 
little is to materialize from the under- 
taking. 

P. C. Irwin led off the work of the 
program with a talk on “Conservation 
and the Full Pocketbook.” He dealt 
almost entirely with conservation as a 
practical money maker for the agent, 
with very little sentimentality about 
other phases. He had a large chart 
that could be read from all over the 
room showing the income an agent 
would make from new business and 
from renewals. Of course, the agent 
with a high percentage of renewals 
makes a far better income than one 
whose business lapses freely. 

To illustrate the values of renewals 
Mr. Irwin assumed that an agent could 

(CONTINUED ON PAGE 12) 
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CITE GROUP INCREASE | ATTACKS FAKE CLAIMS 





Conference of Equitable Life of New 
York Deals With This Branch 
of Business 


NEW YORK, Aug. 4.—A $300,000,000 
increase for the first half of 1926 in 
the outstanding volume of insurance in 
force with the Equitable Life of New 
York is the report T. J. Parkinson, 
vice-president and acting president in 
the absence of Judge Day, gave to the 
assembled group supervisors in session 
at the home office of the society here 
recently. Referring briefly to the tre- 
mendous expansion of the insurance 
business in the last 10 years, he stated 
that this six-months increase is twice 
the total volume of business which any 
company was permitted to write in one 
year under the reform laws of 1907. 
The Equitable celebrated at the con- 
ference the achievement of $700,000,000 
of outstanding group insurance. 


Will Pass $5,000,000,000 Mark 


This, Maj. Parkinson stated, added 
to the society’s $4,000,000,000 of reg- 
ular insurance, brings the total insur- 
ance as of the half-year mark to 
$4,700,000,000, He estimates that at this 
rate the Equitable will have $5,000,000,000 
of insurance in force at the end of this 
year. The group conference, the first 
of a series of similar meetines to be 
held from time to time, is composed of 
the group insurance supervisors from 
the various territories throughout the 
country. Second Vice-President W. J. 
Graham briefly reviewed recent progress 
in the group department and announced 
that the group production for the first 
six months of the year had exceeded 
the entire business of the previous year 
and equalled the combined business of 
the previous three years. Among the 
large groups written by the Equitable 
this year Mr. Graham mentioned the 
United States Steel Company, various 
plants of the Carnegie Steel Company, 
the United States Rubber Company and 
the Loose-Wiles Biscuit Company. The 
last named group, which has just been 
insured, comprises a total of approx- 
imately 4,000 employes all over the 
country, covered for a total of $9,000,000. 


Commends Beha’s Work 


Mr. Graham also expressed his appre- 
ciation of the excellent work done by 
the superintendent, James A. Beha. of 
the New York department, in promot- 
ing group insurance both by law and 
by departmental regulation. Credit was 


SHOW GROWTH OF on 


BALDWIN RAPS ' PHYSICIANS 


District of Columbia Commissioner Cri- 
ticizes Disability Practice—Against 
Compulsory Auto Plan 


WASHINGTON, Aug. 4.—An attack 
on physicians who make out fake sick or 
accident claim blanks, criticism of life, 
health and accident ‘companies which 
permit individuals to take out policies 
carrying benefits in excess of their in- 
come, and opposition to compulsory au- 
tomobile insurance, mark the annual 
report of Thomas M. Baldwin, superin- 
tendent of insurance of the District of 
Columbia. 

Certain physicians, it is declared by 
the insurance department, find it a profit- 
able business to make out fake claims 
for accident or health insurance. Cer- 
tain of these physicians are known to 
the companies, and some of the compa- 
nies will not accept blanks signed by 
them, it was stated. This section of 
the report aroused considerable resent- 
ment among local physicians, who ob- 
jected to being classed with the un- 
scrupulous doctors. 


Wants Benefits Limited 


The report recommended that life, 
health and accident insurance companies 
take steps to prevent the issuance of 
policies carrying wéekly or monthly 
benefits in excess of the individual’s in- 
come. “When such policyholders know 
that they can obtain unlimited benefits 
for accident or illness,” it was pointed 
out, “many times they yield to the so- 
licitation of unscrupulous agents and as 
a result take out more insurance than 
they can possibly pay for. This means 


ment as a whole in fixing uniform 
standards for rate making and in sup- 
porting the efforts of the companies to- 
ward uniformity in underwriting rules 
and practices. This latter has been 
achieved through the efforts of the re- 
cently organized Group Association, 
composed of ten leading companies that 
represent a group insurance volume of 
more than $4,500,000,000. The group 
insurance business, introduced § and 





given as well to the insurance depart- 





sponsored by Judge Day, president of 
the Equitable, now exceeds in volume 
the total sum of industrial insurance 
outstanding in 1915, according to Mr. 
Graham, and it is confidently expected 
that the production for the last six 
months of this year will exceed al) 
previous records for new business in 
this rapidly growing form of mass in- 
dustrial insurance. 





IS BACKED BY INDIANA CROWD 


President of the American Central Has 
Strong Endorsement for American 
Life Convention Candidacy 


At the meeting of the Indiana Asso- 
ciation of Legal Reserve Life Compan- 
ies at Hammond last week the mem- 
bers unanimously requested Herbert M. 
Woollen, president of the American 
Central Life, to be a candidate for 
president of the American Life Conven- 


tion. Mr. Woollen was elected on the 
board of directors a year ago and has 
been very active in the work. Frank P. 


Manly, president of the Indianapolis 
Life, who is head of the Indiana organ- 
ization, presided. So far as is known 
no other candidate for president of the 
American Life Convention has appeared 
on the horizon. Undoubtedly Mr. Wool- 
len will be chosen without opposition. 

The Indiana association expressed its 
desire to have Clarence L. Ayres, presi- 
dent of the American Life of Detroit, 
become a candidate for director. All the 
legal reserve companies in Indiana were 
represented at this meeting. It was held 
at the new home office of the Northern 
States Life of Hammond and the of- 
ficials gathered there in honor of that 
company. 


the lapsing sooner or later of policies, 
thus causing trouble and financial loss 
to both the companies and their agents, 
as well as dissatisfaction to the insured.” 
The superintendent further believes 
that some companies give their represen- 
tatives too much latitude in the payment 
of claims, and points out that if an 
agent can pay a claim more promptly 
than his competitor it frequently means 
new business to him. 


Craig Ends Northern Trip 


President C. A. Craig of the National 
Life & Accident, accompanied by George 
D. Wright, manager of the northern 
division of the company, made a pleas- 
ant series of visits with various branch 
offices in the northern district last week, 
visiting Detroit, Cleveland, Columbus, 
Pittsburgh and Philadelphia. The 
branch manager and his staff in each 
city gave the visitors an earnest wel- 
come. President Craig, upon his return, 
said he was very well impressed with 
the enthusiasm shown in the northern 
division, and predicted that many men 
of that section would be in Nashville in 
the fall to attend the silver jubilee cele- 


WOOLLEN 1s INDORSED 


CITES F LOATER HAZARD 





DEFENDS PART-TIMER PLAN 


E. H. Perkins, General Agent for the 
Provident Mutual at Richmond, 
Outlines the Case 





RICHMOND, VA., Aug. 4—Th, 
story appearing in the July 23 issue of 
THE NATIONAL UNDERWRITER, Captioned 
“Urges Qualification Plan” has evoked 
some comment here pro and con. The 
article in question outlined a contem- 
plated plan for training agents, which 
E. H. Perkins, general agent for the 
Provident Mutual, has had in mind for 
some time. The plan in its present form, 
as previously set forth, violates the full 
time rule of the Richmond Life Under- 
writers Association. 

Full-Timers Often Floaters 


Speaking of this rule the other day, 
one of the Richmond general agents said 
that there are times when it can un- 
questionably do harm to the business, 
that some part-time agents are a higher 
type than some other full- time agents. 
He went on to elucidate: “Suppose a 
man comes to me and applies for an 
agency on a full-time basis. I look him 
up, and find he is all right, even though 
he has had no previous insurance ex- 
perience. I take him on, and he makes 
a moderate success. As soon as he finds 
a job, he quits. All along he has been 
a floater, having no idea of remaining 
in the life insurance business any longer 
than he can land a job to his liking. 
Yet he was a full-time agent, and the 
association in imsisting upon its full- 
time rule is making such a condition pos- 
sible. I would not take such an agent 
into my agency if I knew his real pur- 
pose, but I don’t, and neither would any 
other general agent to whom he ap- 
plied.” 


Would Allow 


Mr. Perkins’ plan is to permit part- 
time agents for a limited period, during 
which the new agent can experiment 
with the business long enough to tell 
whether he is likely to succeed. When 
he reaches this decision, he favors the 
agent cutting lose from all other con- 
nections, and devoting himself entirely to 
the business. He believes such a sys- 
tem will tend to improve the personnel 
of the rate book men, although it is a 
slight shift from the position to which 


“Training Period” 








bration of the company. 


the Richmond association has tena- 
ciously clung since 1922. 

The Provident Life & Accident of 
Chattanooga has been licensed in Iowa 





PROMINENT FIGURES AT DEDICATION OF NORTHERN STATES LIFE BUILDING 





FRANK P, MANLY 
President Indianapolis Life 


H,. M. WOOLLEN 
President American Central Life 


T. W. BLACKBURN 
Secretary American Life Convention 








CLIFFORD IRELAND 
Former Illinois State Official 
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SCHOOL FOR MANAGERS 
IS NOW INAUGURATED 





Continental Life of Delaware Sees 
Need for Educating Men 
at the Top 





SCHEME OF THE COURSE 





John Marshall Holcombe Had Charge 
of the First Session, Bringing 
Out Many Points 


The Continental Life of Wilming- 
ton, Del., has inaugurated a school for 
managers. Feeling that education 
should start at the top and work down 
instead of starting at the bottom and 
working up, the Continental is prepar- 
ing to give its managers a thorough 
training in the essentials of sales man- 
This must, of course, be done 


agement. 
without taking these managers from 
their duties for long intervals. The 


method being used is to bring the en- 
tire managerial staff to the home office 
once each month for a brief period of 
intensive instructions. 


Holeombe Directs First Session 


The first of this series of classes was 
held recently and lasted for three days. 
It was given under the direction of John 
Marshall Holcombe, Jr., manager of the 
Life Insurance Sales Research Bureau. 
Mr. Holcombe covered the methods of 
recruiting and training new salesmen, 
Each manager gave a demonstration ot 
how he presented the job of selling life 
insurance to a prospective salesman. 
These presentations were then analyzed 
and criticised. 

Future sessions under 
of Mr. Holcombe and Vice-president 
lames A. Fulton will cover in greater 
detail such questions as training meth- 
ods in the classroom and field, financ- 
ing, sales stimulation, merchandizing 
plans, etc. The group of managers pres- 
ent came from Delaware, Maryland, 
Pennsylvania, New Ohio and 
North Carolina. 

Training Course for Prospective Managers 


the direction 


Jersey, 


In addition to the course of training 
for its present managerial staff, the 
Continental will shortly inaugurate a 
training course for prospective man- 
agers. This course will be conducted 
in Philadelphia. Here, men with little 
or no life insurance experience will be 
taken and given a thorough training to 
prepare them for managerial duties. 
They will first be given complete in- 
struction in the functions of life insur- 
ance and in sales methods. This will 
be accompanied by actual selling in the 
field under expert supervision. They 
will then be instructed in each individ- 
ual feature of managerial work. This 
instruction will be continually supple- 
mented by actual work along the same 
line. The men will, under proper guid- 
ance, interview prospective salesmen, 
work with new men, instruct new men, 
etc, After having gotten sufficient 
groundwork in this way, they will be 
given a small unit of men to handle, 
thus getting actual experience in the 
managing of a miniature agency. 

Making Managers for Tomorrow 


Vice-president Fulton in speaking of 
the Continental’s plans said: 

“While we are only too glad to wel- 
come ready-made managers, we believe 
that in the main we must make our 
own managers. What we are planning 
is first to employ a group of men who 
apparently have potential managerial 
ability. We then propose to give them 
the best possible training in managerial 
work and actually put them through 
every problem that they will later face 





HEAR BIG PRODUCERS 
MIDLAND MUTUAL’S MEETING 


Top-Notchers of Other Companies in 
Detroit Address Agents of Col- 
umbus, O., Company 


DETROIT, July 5.—A strong pro- 
gram of constructive talks providing 
concrete facts with respect to life in- 
surance and related activities featured 
the 20th annual convention of the Mid- 
land Mutual Life of Columbus, held 
here last week. Speakers at the regular 
sessions who discussed these topics 
were top-notchers of other companies 
in this city including Leo Thomas, one 
of the largest personal producers in the 
world; H. P. Trosper, vice-president of 
the American Life and one of the out- 
standing constructive life insurance un- 
derwriters in the country; John W. 
Yates, general agent of the Massa- 
chusetts Mutual, and J. Fred Lawton, 
general agent of the Connecticut Mu- 


tual Life. 
Arnold Reviews Progress Made 
While no announcements regarding 


new policies and additional features were 
made there were interesting talks at 
the closing session by home office of- 
ficials. President H. B. Arnold spoke 
of the progress made in 20 years and 
of the splendid possibilities for the fu- 
ture. He touched briefly on company in- 
vestments and pointed out the necessity 
for constant vigilance in the matter of 
some phases of investments in order to 
prevent losses. He pledged the active 
co-operation of home office officials with 
the agents in the field. 

Dr. Frank Harnden, medical director, 
emphasized the value of medical exam- 
inations to policyholders which are 
available at varying periods dependent 
upon the amounts of insurance held. He 
said that this feature should be stressed 
to a greater extent as a selling factor. 

Consistent Producers Honored 


George W. Steinman, secretary, urged | 


agents to make greater efforts to de- 
velop their capacities and possibilities 
to a fuller extent. He said that this 


was applicable to life insurance sales- 
men to a marked degree and promised 
greatly increased results. 

J. Charles Rietz, actuary, and J. A. 
Hawkins, manager of agencies, also 
spoke briefly. Mr. Hawkins presided 
over the business sessions of the con- 
vention. 

At the annual dinner watches were 
presented to the following for obtaining 
an application a week tor 85 weeks: 
C. B. Aldridge, W. T. Trump, E. C. 
Willyoung, S. L. Yochum. Cuff links 
were presented to Herman O. Tice, 
H. P. Jeffers, E. P. Tice and Carl Durn- 
wald, past presidents of the Leaders 
Club. Douglas Malloch, poet-humorist, 
spoke at the dinner. 

Other entertainment features included 
trips through the automobile factories, 
theatre and movie parties, golfing at the 
Masonic Country Club and a steamboat 
ride with chicken dinner. 


in the management of their own agen- 
cies. We believe that by adopting this 
plan we will have, one, two, and five 
years from now, groups of men to open 
up our branch offices in other cities 
We believe also that those men will 
have sufficient knowledge and exper- 
ience to open those offices with reason- 
able assurance of success.” 


Iowa Agency Wins Contest 


The Central Life of Des Moines has 
presented a loving cup to the E. L. 
Gifford agency of Iowa, which recently 
defeated the E. M. Williams agency of 
Memphis, Tenn., in a sales contest. In 
two months, since the contest was an- 
nounced, the Iowa agency sold $476,000 
of insurance, and the Memphis organi- 
zation $283,500, 











FINANCE SHRINE HOME 
INDIANAPOLIS TEMPLE PLAN 


Lfe Insurance Used, With Aid of Indi- 
anapolis Life, to Provide for Re- 
tirement of Stock Issue 


INDIANAPOLIS, Aug. 5.—The 
Murat Temple Association of Indianapo- 
lis, in conjunction with the Indignapo- 
lis Life, has formulated a plan whereby 
life insurance is used as a means of re- 
financing the Shrine temple here. By 
means of insured trust certificates, 
given to Shrine members with contribu- 
tions toward the retirement of a pre- 
ferred stock issue, the temple associa- 
tion is guaranteeing payment, the 30- 
year endowment plan being used. 

Payable Over Five Years 


Subscriptions to the Shrine fund are 
made payable over five-year periods, 
and are in units of $200. With each 
unit, $300 of thirty-year endowment in- 
surance is issued to the subscriber, with 
the temple association guaranteeing the 
payment of the premiums. 

A short form statement of health con- 
dition is required accompanying the 
pledge, and in the case of elderly per- 
sons a short form medical examination 
is required. If the subscriber is unin- 
surable, he may carry the insurance on 
a member of his family. 

Big Saving to Temple 


The subscribers for the loans to the 
Murat temple, after completing the pay- 
ment of their respective pledges, have 
no further payments to make. The sav- 
ing to the temple is shown by the fact 
that, where it must now pay out as in- 
terest and principal approximately $60,- 
000 annually, under the insurance plan 
the temple will pay out just about one- 
half of that sum for insurance premiums, 
the stock retirement taking care of it- 
self during the five-year interim. From 
that time on, the temple’s outlay will 
be for premiums on the grouped insur- 
ance only, these premiums reducing 
gradually with each year, giving the 
temple 30 years to complete all pay- 
ments. : 

The total goal of the Shrine commit- 
tee is $750,000, and about half that 
amount already has been subscribed. 
With the completion of pledges in the 
total amount, the Indianapolis Life will 
have underwritten insured trust certif- 
cates for $1,125,000. 





Canadian Fraternals Merge 


The amalgamation of the Order of 
Canadian Home Circles with the Inde- 
pendent Order of Foresters has been 
announced in an official statement issued 
on behalf of the two organizations. The 
amalgamation goes into effect on 
Sept. 1, subject to ratification by a 
special meeting of the supreme circle 
Aug. 10. 

The Order of Home Circles has been 
in operation since 1884, and has a mem- 
bership of 4,500, carrying about $5,000,- 
000 insurance. Its assets amount to 
$1,600,000. 

As a result of the merger the assets 
of the Foresters will be increased to $40,- 
000,000, and the insurance to $160,000,000. 





Object to Examiners’ Report 


| Attorneys for the Illinois Bankers 
Life on July 29 presented objections 
before H. U. Bailey, director of the 


Illinois department of trade and com- 
merce, and representatives of the IIli- 
nois division of insurance to the report 
of four examiners who recently made an 
examination of the company. Attorney 
General Carlstrom was present at the 
conference on behalf of the state. 

Recently litigation affecting the com- 
pany was dropped when directors indi- 
cated they would abandon plans to re- 
organize the company as an old line 
legal reserve company. 





INDIANA COMPANIES 
IN A FINE TRIBUTE 





All Were Represented at Dedica- 
tion of Northern States 
Building 





GREAT ARRAY OF TALENT 





Splendid and Imposing Edifice Is a 
Credit to the Calumet Region 
With Its Activities 





Last week was a notable one in the 
Calumet district of Indiana which in- 
cludes Lake county, and particularly in 
Hammond, because it marked the dedi- 
cation of the new home office building 
of the Northern States Life of that 





SHARRER 
President Northern States Life 


DR. H. EB. 


Commissioner McMur- 


city. Insurance 
ray of Indiana at the dedication ban- 
quet referred to the Calumet district 


as the great workshop of the country. 
In this vicinity are vast industrial en- 
terprises including steel mills, oil re- 
fineries, cement plants and factories of 
almost every description. It is one of 
the busiest centers in the country. 

In the midst of the smoke and din 
of the region the Northern States Life 
has erected on the edge of Harrison 
park, a most durable, artistic, chaste 
and imposing home office’ edifice. 
Childs & Smith, the Chicago archi- 
tects, have executed a splendid piece 
of work in this delightful building. 
There are three stories, the workshop 
being on the second. It is admirably 
adapted to life insurance home office 
activities. This building is a credit not 
only to the immediate locality, but to 
the entire Calumet region, 

Many Offictala Present 


Officials from every legal reserve 
company of Indiana were present at 
the dedication ceremonies Friday when 
a meeting of the Indiana Association 
of Legal Reserve Life Compani¢s was 
held, and they attended the banquet in 
the evening. It was a notable array 
of Indiana life insurance talent supple- 
mented by guests from the outside. 

Representing the American Life Con- 
vention officially was T. W. Blackburn, 
the secretary. Insurance Commissioner 
McMurray of Indiana attended on be- 
half of the state insurance department. 
Insurance Commissioner John R. Du- 
mont of Nebraska went from that state. 
Clifford Ireland, formerly director of 
trade and commerce of Illinois, was 
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4 
present. The Indiana company officials ALL STAR ISSUE OUT 
were: Charles F. Coffin, State Life; 


Indianapolis Life; 
Orr and Super- 
Trask of the 


Frank P. Manly, 
J. W. Dragoo, H. 
intendent of Agencies 
Western Reserve Life; W. W. Lane, 
Fred L. Alexander, Dr. M. M. Lairy 
and D. W. Simms, Lafayette Life; 
E. O. Burget, Peoples Life of Frank- 
fort; H. M. Woollen, H. R. Wilson 
and R. B. Sturtevant, American Central 
Life; G. A. Deitch, Dr. F. L. Truitt, 
Reserve Loan Life; J. M. Stephenson 
and A. S. Burkart, Conservative Life 
of South Bend; A. J. McAndless, Lin- 
coln National Life; W. R. Presnall and 
A. A. Hughes, Farmers National Life. 


Banquet Was Held 


President H. E. Sharrer of the North- 
ern States Life presided at the banquet 
to which were invited many of the busi- 
ness and professional men of the Calu- 
met region, It was held in the audi- 
torium of the new home office build- 
ing. A chorus of girls from the home 
office furnished music. William H. Pad- 
den, one of the Northern States Life 
agents in Minneapolis, gave a mono- 
logue in Swedish dialect. Murray 
Turner, chairman of the board of the 
First Trust Company of Hammond, 
gave a welcome as did L. L. Bomberger, 
general counsel of the company. 

The other speakers were Frank P. 
Manly, president of the Indianapolis 
Life, who represented the Indiana As- 
sociation of Legal Reserve Life Com- 
panies, of which he is the head; Insur- 
ance Commissioner McMurray of In- 
diana, Insurance Commissioner Dumont 
of Nebraska, Clifford Ireland, formerly 
director of trade and commerce in IIli- 
nois; William Jones Smith, architect 
for the building; C. M. Cartwright of 
THe NATIONAL UNbeRwriter and T. W. 
Blackburn, secretary of the Amer- 
ican Life Convention. Robert Gillis of 
Hammond presented Dr. Sharrer with 
a book bound in morocco leather con- 
taining the photographs of all the di- 
rectors and officers and the autographs 
of the business and professional men 
of the district who took life insurance 
in the Northern States Life, preceding 
the dedication in honor of the com- 
pany, Price, who looks after 
the publicity and conservation work 
of the company, was introduced. 


All Have Own Buildings 


Commissioner McMurray remarked 
that with the Northern States Life get- 
ting into its own home office building, 
every Indiana legal reserve company 
now has its own structure. The State 
Life has had its own building, but re- 
cently sold it and will erect a new one 
next year. 

On Thursday night the home office 
management was host to the employes 
and agents at a dinner and dance. P. A. 


Parker, field director, presided at the 
dinner, Clifford Ireland made the ad- 
dress. On Saturday from 1 p. m. to 


midnight the home office was open to 
the public. There was dancine in the 
auditorium. 

The agency meeting was held Thurs- 
day and Friday, being in charge of Su- 
perintendent of Agents C. C. Bonham 
and Field Director P. A. Parker. 

Joseph J. Ruff, the holder of Policy 
No. 1 of the Northern States Life, was 
introduced at the banquet. 

Pass Actuarial Examinations 

In the last examination conducted by 
the Actuarial Society of America, sev- 
eral members of the actuarial staff of 
the Bankers Life of Iowa passed suc- 
cessfully. Leon Long passed Parts 1 
and 2, George Parks passed Part 2 and 
Elgin Batho finished the examination 
for the associateship. F. M. Relyea has 
completed the first half of the fellow- 
ship examination. Mr. Batho, while not 
now with the company, will assume ac- 
tive duties in the fall. 


A lifetime friend of the late Senator 
‘ Cummins, C. B. Robbins, presi- 
dent of the Cedar Rapids Life Co. of 
Cedar Rapids, Iowa, was a pallbearer 
at the funeral in Des Moines this week. 





MOCK CONVENTION WAS HELD | 





“Insurance Salesman” Pulls Off Its 
Annual Stunt, It Being a Big 
Contribution to the Business 





The 1926 “All Star Convention” is- 
sue of the “Insurance Salesman” has 
just come off the press. This issue is 


a mock convention of the leading pro- 
ducers of each life company for 1925, 
each leader writing a special article on 
some phase of life insurance selling, in 
the form of an address. This issue is 
carried out as though it were reporting 
the entire proceedings of an actual con- 
vention held at Indianapolis. 

The “addresses” are divided into six 
sessions, the presiding officers at each 
in order being E. Jay Wohlgemuth, 
editor-in-chief of the “Insurance Sales- 
man;” O. J. Arnold, president of the 
Northwestern National Life; L. D. 
Cavanaugh, vice president and actuary 
of the Federal Life; Claris Adams, re- 
cently elected secretary and counsel of 
the American Life Convention; W. E. 
Webb, vice president of the National 
Life, U. S. A.; N. H. Weed, editor and 
manager of the “Insurance Salesman.” 
Edward D. Duffield, president of the 
Prudential, is the guest of honor. 


Much Valuable Material 


This publication is in itself a liberal 
education in life insurance for each 
“speaker” tells how he accomplished 
the feat of writing a larger volume of 
business than any other of his com- 
pany’s representatives. Every address 
gets right down to “brass tacks” and 
tells “how’—tells of the line of selling 
argument and thought—not who the 
speaker is nor what he did. Any intelli- 
gent man who studies the All Star is- 
sue will be able to adapt an ample sup- 
ply of ideas to enable him to go into 
the field and become a successful agent. 
Due to the large number of company 
representatives, each “speaker” was 
compelled to limit his address to a very 
severe boiling down of his best ideas. 

As a remarkable and commendable 
piece of life insurance journalism, the 
“All Star Issue” is most worthy of 
special mention. 32,500 copies are re- 
quired to fill the orders for it. 


_ EXPERIENCE IS SHOWN 
| 





SITUATION IN METAL TRADES 





Report Covers Trend of the Business, 
Quoting Officials on Turn- 
over Effect 





The experience with group life insur- 
ance in the metal trades is reviewed in 
the current issue of the Monthly Labor 
Review, which comments on a recent 
report of the National Metal Trades 
Association. This association recently 
made a study of the extent to which 
group insurance is carried by its mem- 
bers and from the returns received, it 
was found that 135 companies belonging 
to the association had some such plan 
in force, while 17 companies formerly 
carried it, but have given it up. Follow- 
ing the receipt of questionnaires among 
members, a field study was made among 
64 plants which had had experience 
with group insurance, eight of which 
had abandoned the plan. 


No Effect on Turnover 


The questionnaire showed that 75 of 
the companies had taken out group in- 
surance, either for humanitarian motives 
or such economic reasons as the reduc- 
tion of labor turnover or the general 
promotion of the employes’ good will. 
Of the 82 companies reporting as to 
the results of the plan, 57 stated that 
the plan had proved satisfactory for 
them, while 10 reported it was only 
partially successful and 15 declared that 
it had not produced the results hoped 
for at the time the plan was inaug- 
urated. 

Particular attention is directed to the 
experience of the companies which had 
originally taken the group coverage for 
the purpose of reducing turnover. Only 
two of these companies reported that 
it had had the desired results. It was 
the general opinion of the employers 
that there had been no decided effect 
upon turnover, since the class of work- 
men known as “floaters” are usually 
not covered. In most cases employes 
are not eligible for group insurance un- 
til they have been on the pay-roll for 
some such period as six months, and 
thus the unfavorable part of the force 
is eliminated from the plan. 

Most of the employers believe that 
the greatest benefit is derived from the 





PLAN FOR CONVENTION 


“SKILLED WORKMAN” IS Topic 


Phoenix Mutual Life Announces Some 
of the Main Features for Its 
Agency Meeting 


The Phoenix Mutual Life has now 
made preparations for its annual agency 
convention to be held at Hot Springs, 


Va., Sept. 12-15. The main topic of the 
convention will be “The Skilled Work- 
man.” The headline speakers will be 


O. B. Andrews, president of O. B. 
drews & Co., of Chattanooga, Tenn.: 
Bruce Barton, well known magazine 
writer; John Marshall Holcombe, man- 
ager of the Life Insurance Sales 
Research Bureau; Henry H. Kohn, 
president of the Morris Plan Insurance 
Society of New York; Dwight Mead, 
manager of the Pacific Mutual Life at 
Seattle; Rev. Rockwell H. Potter, pastor 
Center church, Hartford; Raymond 
Robbins, well known settlement worker 
of Chicago, and Cator Woolford, presi- 
dent Retail Credit Company. 

The first meeting will be Sunday eve- 
ning, which will be conducted by Dr. 
Potter. The service will be in memory 
of John Marshall Holcombe, Sr., late 
chairman of the board and former presi- 
dent of the company. Dr. Potter was 
a close friend of his. Around the sub- 
ject of “The Skilled Workman” will be 
a discussion of “His Morning Hours,” 
“His Effort for Consecutive Weekly and 
Monthly Sales,” “His Use of Advertis- 
ing,” “His Use of Company’s Financial 
Policy,” “His Use of Standard Selling 
Talks, » “His Policyholders.” James A. 
Whitmore of the home office is chair- 
man of the convention plans. 


An- 








promotion of good will among the em- 
ployes. Several firms, however, stated 
that group insurance did help to stabil- 
ize the working force and a number 
stated that it improved the general 
morale of the organization. Several 
considered that its value lay in the op- 
portunity it furnished to provide for 
employes’ dependents in a non-paternal- 
istic manner. 


Charles L. Thomas, general agent for 





the Continental Life of St. Louis at 
Nashville, Tenn., recently was installed 
of the Nashville lodge 


|e exalted ruler 
of Elks. 








NEW BUILDING OF THE NORTHERN STATES LIFE AT HAMMOND 


_ The new home office build- 
ing of the Northern States 
Life at Hammond, Ind., is by 
all odds the most tasty and 
artistic structure in the Cal- 
umet section. At night the 
flood light system is turned on 
the building which brings it 
out in bold relief. The build- 
ing adjoins Harrison park, 
one of the show places of 
Hammond, which gives the 
Northern States structure a 
most pleasing setting. The 
building is three stories, the 
lower story being partly be- 
low ground. One is first im- 
pressed with the outside doors 
executed with filigree work 
resembling gold. The vesti- 
bule has a magnificent stair- 
way leading up to the work- 
room, the ceiling being fin- 
ished in artistic color work of 
most attractive design. 

William Jones Smith, one 
of the architects, stated that 
in constructing the building it 
was found that the entrance 
and vestibule, being the dec- 
orative part of the structure, 
furnished the first impression 
as one entered the building. 
Hence much attention was 
given to desired effects. The rest of the 
edifice is designed entirely for practical | 
working purposes. 








| The lobby of the building will attract | struction. Interior decorators have done 


attention from anyone who is interested 


| in artistic, appealing and decorative con- 


much to add to the pleasing appearance 
of the building. 
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SZeCSe 


What Isa 
Life Underwriter? 


One who executes and delivers a life insurance 
policy. In other words, a person whose business it 
is to offer the known benefits of life insurance to 
individuals, to corporations, to partnerships, etc. 


But further, the life underwriter is one who must 
convince thoseclientsof the benefits offered. This 
means stimulating contact with human character 
and with large affairs. Some underwriters prefer 
the game of character and deal mainly with indi- 
viduals. Others prefer affairs. To them is open 
the great field of business insurance. 





Furthermore, the business of life underwriting 
pays highly for initiative and ability. 


And still more, the life underwriter offers to his 
clients a commodity which has no risk in it, does 
not deteriorate, and adds no burden of mental 
worry. The life underwriter sells absolute secur- 
ity, the foundation of serenity of mind. 


A Strong Company. 
Over Sixty Years in 
Business. Liberal as tit 
to Contract, Safe and LiFe INSURANCE Com 


Secure in Every Way oF BOSTON, MASSACHUSETTS 














Provident Mutual 
Life Insurance Company of Philadelphia 
Pennsylvania Founded 1865 





jaa 


THE PROVIDENT has work- 
ed out a practical plan by 
which the Home Office through 
an Educational Supervisor, is 
assisting in the development 
of new agents. 




















THE ROYAL UNION LIFE 
INSURANCE COMPANY 


Des Moines, Iowa 


Strong and Progressive 








Paid to Policyholders— aa 


Over— $21,000,000.00 | 


Insurance in force as of 


Dec. 31, 1925, 
$148,281 ,904.00 











; 


| A. C. Tucker, President 
D. C. Costello, Secretary Wm. Koch, Vice Pres. 














Central States Life 


Insurance Company 
St. Louis, Mo. 





Agency Openings in 





ARKANSAS MISSOURI 
CALIFORNIA MONTANA 
COLORADO NEBRASKA 
FLORIDA NEW MEXICO 
IDAHO OKLAHOMA 
ILLINOIS SOUTH DAKOTA 
KANSAS TEXAS 
MINNESOTA UTAH 
WYOMING 

All Ages up to 65. 

Participating and Non-Participating 

Standard and Sub-Standard. 

Disability and Double Indemnity. 


ASSETS: $7,000,000 
INSURANCE IN FORCE: $70,000,000 
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And now! 


the last word in up to date accident 
insurance. 


The Motorists Complete 
Accident Policy 


Form 237 


Continental Casualty Co. 


H. G. B. ALEXANDER, President 
CHICAGO, ILLINOIS 

















INDEPENDENCE SQUARE 


HOME LIFE INSURANCE COMPANY 


OF AMERICA 
Incorporated 1899 


PROTECTS THE ENTIRE FAMILY 
POLICIES ARE ISSUED FROM BIRTH TO SIXTY YEARS NEXT BIRTHDAY 


Home Life Agents are satisfied 
A Home Life Contract brings prosperity and progress 
rose. 2 
Home Life policyholders are satisfied 
A Home Life policy brings peace of mind to the man 
who loves his family 


PHILADELPHIA, PENNA. 




















earnings through selling more insurance to more people. 
choice territory. 


National Life Association - 


Life Insurance for a Greater Number 


The scope of National Life service is evidenced by the 
number of applications received from the uninsured, which 
average about 50% of the total. It is further evidenced by 
the fact that under 46% of the policies becoming claims, the 


insured carried no other insurance. ; 
A National Life Contract offers the opportunity for increased 
Top contracts available in 


Des Moines, Iowa 
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J. C. MAGINNIS, President 
BARRY MAHOOL, 


Eureka-Maryland Assurance Co. 
OF BALTIMORE, MD. 


Incorporated Under the Laws of Maryland, 1882 
WE ISSUE 
Standard Ordinary and Industrial Policies 


J. N. WARFIELD, Jr., Secretary-Treasurer 


Vice-President DR. J. H. IGLEHART, Medical Director 





CHARLESTON, W. VA., VETERAN HAS RECORD | | 





The Pittsburgh agency of the Phoenix 
Mutual Life sends out to the field a 
weekly bulletin showing the results of 


men. In the bulletin dated July 24, the 
name of A. C. Hickel of Charleston ap- 
pears as No. 5. He sent in two applica- 
tions amounting to $7,000, had sent in 
30 this year and had a record of having 
completed 821 consecutive weeks in 
sending in at least one application. 

Several years ago a study of this point 
was made and at that time Mr. Hickel 
was declared to be leading the world in 
the consecutive weeks’ title. Now he is 
still going strong at the age of 77 and 
last week sent in his usual application, 
making his record stand at 822. 


System Big Factor in His Work 


To Mr. Hickel there is only one thing 
in life worth while. It is as natural as 
eating. Routine, method, system ap- 
plied day after day, year after year, is 
unconquerable. He has developed sys- 
tem. 

Index cards by the thousands, all care- 
fully noted, are filed in little drawers 
right before his eyes on top of his roll- 
top desk. They are arranged by 
months so that every morning he can 
shuffle his cards and write out to the 
prospects to “Phone Hickel before ..... 
Your rate increases then.” He uses the 
telephone all the time calling men up 
and telling them about their birthday 
dates and asking for the privilege of an 
interview. He tries to get them into his 
office, and in a large number of cases he 
does get them in. 

Born in a rural section of this state 
and educated in a log school a few 
months a year until he had to get out 
and earn his own way, Mr. Hickel 
started writing industrial insurance for 
the Prudential in Charleston and in 
three months was drawing $18 a week. 
He was with that company for six years 
when he signed up with the Phoenix in 
1904. He has been with that company 
over 1,144 weeks and for the last 822 
consecutive weeks at least one applica- 
tion has been sent in. 


Emphasizes Idea of Protection 


Mr. Hickel hammers mainly on the 
idea of protection. Incidental to this 
is investment, security, comfort of 
mind, credit and all the other things. 
While there are many varieties of poli- 
cies, he believes in selling the largest 
amount of insurance at the lowest pos- 
sible cost. To a young man he shows | 
the plan of a large policy covering a | 


CHARLESTON, W. VA., Aug. 5.— | long term, 30 years preferably, at 


the week and the relative rank of the | 


| Dec. 16, 


OF PRODUCTION FOR 822 CONSECUTIVE scone 


4 . a Tate 
| that will require payments no larger 
than for a lesser policy maturing earlier 
To a man of means he advocates streny. 
ously the endowment plan. Nothing 
delights him more than to talk about 
the widows he knows now who are 
drawing $100 a month as long as they 
live by reason of his efforts made years 
ago on his prospects. 
Close Follow-Up 


In speaking of his work he said: “] 
get down to the office early and go over 
the list of premiums due. I must at- 
tend to them either by letter or tele- 
phone, for people will forget to meet 
payments punctually. I have to remind 
them all the time. Sometimes _ this 
| helps me get somebody to increase his 
| line. I have to look into my boxes for 
| birthdays approaching and send out re- 
minders. I have to close up appoint- 
| ments and complete contracts. All days 
|}are busy enough for me and I seldom 
get out of the office before 6 o'clock. 
Fully 95 percent of my applications are 
written right here in the office.” 














New Production Club 


| A new production organization, the 
President's Premier Club, has just been 
announced by the Bankers Life of lowa 
|to replace its present Gold Medal Club. 
| The new group will come into existence 
Dec. 16, but the eligibility rule already 
is in effect. The company provides that 
to be eligible to compete an agent must 
sell $100,000 of insurance, which must 
| be paid for before Dec. 16. 

| The new honor organization is based 
|on the ideas of Gerard S. Nollen, presi- 
| dent, and he will be its sponsor. To at- 
tain membership in the club, an agent 
must sell $250,000 insurance between 
1926, and Dec. 15, 1927, and 
must average $15,000 each month of the 
qualification period. The details will be 
explained more fully to the members of 
the Gold Medal Club at its final con- 
vention in Miami, Fla., in January. 











Reserve Loan Life’s Gain 


The Reserve Loan Life of Indian- 


| apolis made a gain close to $5,000,000 


of insurance in force for the first seven 
months of 1926. During the first six 
months the insurance written totalled 
$17,480,000. Guilford A. Deitch, general 
counsel and agency superintendent, says 
that the total of new business written 
for the year will probably _ total 
$35,000,000. 
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Fewer Agents But 
Better Trained Are 
Getting Results 


OR 16 months in succession the 

Alexander E. Patterson Agency, the 
largest branch of the Equitable Life of 
New York in Chicago, has paid for bet- 
ter than $1,000,000 of regular life busi- 
ness each month. July closed with 
$1,190,000, giving the agency over $9,- 
000,000 for the first seven months. This 
js an increase over the corresponding 
period of 1925 of $2,000,000, or 27 per- 
cent. The gain is attributed principally 
to the increase in number of cases, 
which follows the same ratio, being 28 
percent for the year to date. This result 
has been accomplished with a smaller | 
number of agents than last year and | 
bears out the contention that a smaller | 
number of successful men can increase 
their business more than a large number 
of half-trained salesmen. The average 
yearly production is at the rate of $250,- 
000 for each man. 

During July the agency showed an 
increase of 47 percent in number of 
cases forwarded as compared to July of 
last year. Part of this increase may be 
credited to the plans for its second an- 
nual educational conference which is to 
be held at Delavan Lake, Wis., Sept. 
3-4. Vice-President Frank H. Davis and 
Second Vice-President John A. Steven- 
son of the home office will attend. Two 
days will be spent on the specialized 
training program advocated by the 
Equitable. This will include a_ special 
session conducted by Dr. Stevenson on 
the “Strategy of the Sale.” 


MADE SUPERVISOR OF AGENTS 


Cleaveland F. Milair Now Promoted 
from Position of Agency Secretary 
of George Washington Life 





Cleaveland F. Milair of Charleston, W. | 
Va. has been appointed supervisor of | 
agents of the George Washington Life | 
by President Harrison B. Smith. Mr. | 
Milair is the oldest son of Vice-Presi- | 
dent and Secretary Ernest C. Milair, | 
who for a number of years has been the | 
agency head of the company. He will | 
continue in that regard but his son, | 
Cleaveland, will be his assistant in the 
agency work. 

Cleaveland Milair has been connected | 
with the company since his grammar | 
school days. In summer vacations he | 
did substitute work in various depart- 
ments, thus becoming familiar with | 
home office practice. After he finished 
his course at Washington & Lee 
University, he entered the permanent 
employ of the company as agency stat- | 
istician, later being appointed agency 
secretary, devoting his time then to 
assisting his father in the executive and 
agency departments, the duties of which 
he handled with credit. In his new posi- | 
tion as supervisor of agents he will be 
much on the road, appointing new agents | 
and assisting in the established agencies | 
by bringing home office contact to them | 
at frequent intervals. 





Will Have Life Company 


The Employers Indemnity of Kansas 
City is organizing a life company, which | 
probably will be in operation about 
Oct. 1. This step is taken primarily to 
give greater service to the agents of | 
the accident and health department. Al- 
though no announcement has _ been | 
made along that line, it is considered 
quite probable that when the new com- | 
pany is in full operation, it will take | 
over the accident and health business | 
of the Employers Indemnity, leaving | 
that company as an exclusive reinsur- 
ance company for casualty lines. All | 
of the direct writing business of the 
Employers Indemnity for lines other 
than accident and health was taken over | 
recently by the newly organized Cen- | 
tral Surety & Insurance Co., formed | 

| 





by Dennis. Hudson, formerly vice-presi- 
dent of the Employers Indemnity. 
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JAMES W. STEVENS, Founder 


The Ideal Agency Officer 


HE ideal agency officer is one who knows his 
| company from the ground up—thoroughly knows 
and has confidence in his superior and fellow 
officers, and having this information and this intimate 
acquaintance is willing to stand by that company and 
those officers just as loyally and steadfastly as though 
he himself was personally and solely responsible for 
every existing condition and every action taken, 


He must be a sincere man, a man who in his deal- 
ings with agents has the ring of sincerity and fair 
dealing, showing equal favor to all and unequal oppor- 
tunities to none. 


He must be deeply appreciative of the difficulties 
which confront the man behind the rate-book, and 
from the well of his own practical experience and 
knowledge be able to counsel wisely and advise in- 
telligently on all the multitude of big and petty 
problems and disputes which are forever coming up 
in an active agency organization. 


He must be a man of quick and positive decisions, 
and his oral promise once given must be as binding 
as though reduced to writing. 


He must be intimately acquainted, but not grossly 
familiar, with his agents. 


He must be big enough to frankly acknowledge such 
mistakes as he may make, to take upon his own 
shoulders a great part of the blame for an agent's 
lack of success, and so constituted tomperqmensedy as 
to be burdened without irritation with the thousand 
and one little complaints and troubles of the men 
who compose the agency organization. 


In brief, the successful head of an agency depart- 
ment is the “Little Father” of the organization, and 
upon his patience, forbearance and good counsel, and 
the degree of respect and confidence he enjoys of the 
men under him, depends the success and the strength 
of the producing force. 





From address of R. W. Stavens, President, 
Illinois Life Insurance Co., Before Life 
Agency Officers Association, Chicago, 
November, 1925. 


Illinois Life Insurance Co. 


CHICAGO 
JAMES W. STEVENS, Founder 


Greatest Illinois Company 
1212 Lake Shore Drive 


The Illinois Life is The Dean of the Illinois Legal Reserve Companies 
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What Is the Great Need of the 


Insurance Salesman Today? 


























A comprehensive plan that will develop 


prospects among intelligent people. 


Our Sales Planning Department fills this 


need. It secures for our agents actual 


prospects and arranges interviews for them. 


PAN-AMERICAN SERVICE 
includes: 


Educational Course 
Sales Planning Department 
Unexcelled Low-cost Life Policies 


Substandard Policies for Under-average 
Lives 


Child’s Educational Endowment 
Group Insurance 
All Forms of Accident and Health 


Insurance 


ADDRESS 
E. G. Simmons, Vice-President and General Manager 


PAN-AMERICAN 
LIFE INSURANCE CO. 


New Orleans, U. S. A. 


Crawford H. Ellis, President 














GRADING OF CONTEST 





COMPREHENSIVE PLANS MADE 





Northwestern National Life Includes 
Five Factors in Calculating Credits 
For Convention Attendance 





In August, 1927, to mark the attain- 
ment of a quarter billion of insurance 
in force, the Northwestern National 
Life of Minneapolis will hold a con- 
vention of its agents in Yellowstone 
Park. A contest for qualification has 
just been announced which is unique 
in life insurance in that it considers not 
only the production of paid-for busi- 
ness, but practically every phase of an 
insurance agent’s work. Points will be 
given for form of settlement, low lapse 
ratio, reinstatements, term conversions, 
and for exceeding previous production 
records. 


Value of Factors in Mind 


The correct appraisal of the value of 
an agent to his company involves these 
factors in addition to that of the ac- 
quisition of new business. In this con- 
test Northwestern National has _at- 
tempted to assess a value on each of 
them. The contest has been worked out 
on an annual premium basis with proper 
adjustment for semi-annual and quar- 
terly premiums. 

This convention will be the first ever 
held away from the company’s home 
office. Except for those from points 
west of Minneapolis, the agents who 
qualify will meet at the home office and 
travel by special train to Yellowstone. 
The entire trip, including the three day 
gathering in the park, will take a week. 


Rules Are Laid Down 


To qualify for the trip an agent must 
write at least 25 applications on separate 
lives and must earn an aggregate of 
1200 points. If 2100 points are earned, 
the expenses of the agent’s wife will 
be paid. Special rules will be applied 
to new agents, so that they will not 
be handicapped by the fact that old 
agents can earn points for low lapse 
ratio, etc., and to take into considera- 
tion the fact that they have less than a 
year for qualification. Special honors 
will be accorded the ten leaders. All 
full-time agents are eligible to compete. 
Points may be earned as follows: 

Production Credits 

Credits for Volume 
For each $1,000 of paid-for busi- 
ness other than term......... 5 points 
For each $1,000 of paid-for term 
0 Spree 2 points 
For group, employment term and 
brokerage business........... None 
Additional Credits for Settlement with 
Application 
For cash taken with application, 
per $1,000 of business......... 5 points 
For note settlement or part cash 
and part note, taken with ap- 
plication, per $1,000 of busi- 
Ge Weecbaweedeuneeawendeccun 2 points 
Additional Credits on C. O. D. Policies 
For C. O. D. policies if premium 
is collected in cash by agent 
upon delivery and net premium 
received by the company with- 
in 30 days of mailing of pol- 
 ‘hveecveseussosedbonesecedes 1 point 
Credits Other Than for Production 

Conservation 

Monthly credits for low lapse ratios 
will be based on the monthly lapse ratios 
as disclosed by the company’s “Monthly 
Record of First Year Lapse Ratios,” but 
no credit will be given for low lapse 
ratios in any month unless the paid-for 
business on which such monthly lapse 
rate is based amounts to at least $8,000. 
Such monthly credits shall be determined 
as follows: 
Lapse ratio 


by amounts Points 
of insurance credit 
DEE ckvessebeades santa 40 
Dh. ccAnee@ues semedeed 20 
eee 10 
21% and above.......... None 
Reinstatements 


For each lapsed policy, regard- 
less of amount, which is rein- 
stated by the agent during the 


TAKES OUT A MILLION 


BACKS UP HIS ENTERPRISES 
Hugo F. Arnold of Chicago, Well 
Known Packer, Large 
Amount of Life Insurance 


Buys 





Hugo F. Arnold, president of Arnold 
Brothers, Chicago, is now insured for 
$1,000,000. The Samuel Heifetz Agency 
for the Mutual Life of New York wrote 
the business. 

Mr. Arnold is president and director 
of a number of companies, including 
Arnold Brothers, Arnold Brothers Food 
Products Co., Arnold Brothers Pickle 
and Preserve Co., Alart & McGuire 
Co., and Diamond Market Co. 

Part of this insurance which he ap- 




















HUGO F. ARNOLD 


plied for was for the protection and 
benefit of these business enterprises. 

It will also be recalled that Mr. Ar- 
nold is a director in several leading 
Chicago banks. He has a wide ac- 
quaintanceship among club men, being 
affiliated at present with the following: 
Westward Ho Country Club, Edge- 
water Golf Club, Lake Shore Athletic 
Club, South Shore Country Club, Chi- 
cago Athletic Association, Chicago- 
Lincoln Club, and Masonic. 

Mr. Arnold is now numbered among 
America’s prominent citizens who are 
insured for $1,000,000 or more, 

The Samuel Heifetz Agency for the 
Mutual Life was established on Jan. 1, 
1926, in the Illinois Merchants Bank 
building, and within this comparatively 
short time has accomplished remarkable 
results. 








year, whether his business or 
not, and on which the insured 
pays the premium for at least 
Sey HD 8 cv avewecndewsseces 5 points 
Term Conversions 
For each $1,000 of term insur- 
ance converted by the agent 
through personal effort to any 
form other than term......... 3 points 
Self Competition 
Each month for each $1,000 of 
paid-for production in excess 
of the agent’s average monthly 
production during the _ six 
months’ period ending June 30, 
1926 (provided, however, that 
if such average is less than 
$10,000 the points credit will 
be allowed on the monthly ex- 
cess above $10,000)........... 2 points 


R. E. Langdon, secretary-treasurer of 
the Guarantee Fund Life, sailed from 
Montreal Saturday for a vacation in 
England and France. He will visit in 
London and from there will go to Paris 
for several days. 
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REASONS FOR FAILURE 


DEFINED BY JOHN W. YATES 
General Agent of Massachusetts Mutual 
In Detroit Addresses Midland 
Mutual Agents 





DETROIT, Aug. 5.—Lack of devo- 
tion, ambition and soul quality in sales- 
manship together with failure to inter- 
pret life insurance in understandable 
terms were cited by John W. Yates, 
former president of the Detroit Asso- 
ciation of Life Underwriters and gen- 
eral agent of the Massachusetts Mutual 
in this city, as some of the reasons why 
there are so many failures among the 
entrants into the life insurance busi- 
ness, in his talk before the convention 
of Midland Mutual agents. 

Mr. Yates said that entrance into the 
life insurance business should mean an 
irrevocable decision, the devotion of a 
life work to this cause with a total 
absence of that element of defeat which 
is contained in the implied suggestion 
of withdrawal or transfer to some other 
line of work. 

Lack of Ambition Defined 


He defined in particular lack of ambi- 
tion as inability to “do the things we 
don’t want to do at the time we 
don’t want to do them.” Furthermore 
he pointed out the lack of soul quality 
in salesmanship as a factor hindering 
the success of any life underwriter for 
the reason that his presentation will 
lack the convincing quality that makes 
it ring true by reason of the fact that 
his whole soul is behind what he says. 

In showing the need for interpreting 
life insurance in understandable terms, 
Mr. Yates emphasized how a program 
of this kind can be applied in selling 
old age protection. He pointed out that 
aside from shelter, food, clothing and 
other requisites generally classified as 
the necessities of life, there are certain 
other objectives involving provision for 
old age by means of savings. These 
latter provisions, Mr. Yates said, can 
be made available to an insurance pros- 
pect through a very definite presenta- 
tion showing how this old age pro- 
tection can be obtained through the use 
of terms that are readily understand- 
able. 

Amounts Available at 65 


In the first place he said the prospect 
can be told that the income from a 
large amount is available at age 65, 
having used $25,000 for the purpose of 
illustrating the method of presentation. 
This is available, he pointed out, from 
a financial institution as strong and safe 
as the Federal Reserve Bank which will 
piace the desired amount in trust and 
pay 3 per cent interest on the prin- 
cipal. No collateral security or endorse- 
ment of any note is necessary and a pro- 
vision is inserted in the trust that if 
its holder loses his earning power dur- 
ing its duration the interest thereon will 
be fully guaranteed and paid and in 
addition $250 a month to cover the 
necessities of life where total disability 
occurs. Upon death this trust provides 
that all interest charges cease while the 
total amount involved is paid to the 
tamily of the deceased. 


Clincher Argument Offered 


_ After emphasizing these specific facts 
lor such a presentation Mr. Yates said 
there is a clincher argument that can 
be effectively used by the representa- 
tive of any company after this fashion: 
“We underwrite your program of life 
with 40,000 people back of it who say 
that whenever you lose your, income 
lor any reason they will pick v~ the 
burden and carry it on with the further 
Strength of a large reserve.” He stated 
that life insurance should be defined to 
Prospects as “a great social or financial 
plan merging the individual into the 
mass and placing behind the frailtv of 
man standing alone the strength of men 
Standing together.” 
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The Lure Of 
The Singing Line 


When the wily mountain 
trout takes the fly and makes 
the line fairly sing, it affords 
a thrill obtained in no other 
way. 


The vacation this year for 
Lincoln National Life agents 
who qualify for the Twenty- 
First Anniversary Jubilee 
Convention to be held in 
Rocky Mountain National Park in September will hold the 
thrill of trout fishing 





Lincoln National Life’ Agents who love the spell of 
the rugged Rockies and the beauty of the numberless moun- 
tain lakes are sure that it pays to 
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The 


Lincoln National Life 
Insurance Company 


‘“‘Its Name Indicates Its Character’’ 





Lincoln Life Building Fort Wayne, Ind. 
More Than $425,000,000 In Force 
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B. F. NELSON NX 
Director Since 1905 

F. NELSON is a 
Kentuckian by birth 
and a former Confederate 
soldier. At the age of 17 
he began lumbering, cut- 
ting logs on the Ohio 
River. At 19 he entered 
the Confederate Army, 
serving throughout the 
War. He then came to 
Minneapolis, working as a 
laborer in saw mills. He 
soon obtained a contract 
to manufacture shingles 
which ended his day labor. 
In 1873 he began manu- 
facturing lumber, and con- 
tinued until the log sup- 
ply was exhausted on the 
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Mississippi. In 1885 he 
commenced manufactur- 
ing paper, a _ business 


which grew rapidly. He is 
now chairman of the board 
of B. F. Nelson Manufac- 
turing Co., and president 
of the Hennepin Paper Co. 
In 1910 he joined with 
Brooks, Scanlon and 
others of the Powell River 
Paper Co. of British Co- 
lumbia in developing a 
highly successful water- 
»wer and paper mill pro- 
ject which represents 
an investment of over 
$15,000,000. 
This is Number 6 of 
a series of nine adver- 
tisements on the Board 
of Directors of North- 
western National Life. 
Each member has becn 
eminently successful in 
business, and each is in 
close touch with the af- 
py fairs of the Company, 
taking an active part in 
its management. , 
































LOUISIANA . 
STATE LIFE 


Insurance Company 
HOME OFFICE 
SHREVEPORT, LA. 














WHY NOT BECOME A GENERAL AGENT? 


or 


Many successful agents outgrow their present duties, and 
continue as sub-agents only because no opportunity is 
given for promotion. 


In the states of Alabama, Arkansas, Louisiana, Okla- 
homa and Texas, we offer to well qualified agents, lib- 
eral General Agency contracts with choice of splendid 
locations. 


Your communication will be received and treated with 
confidence. 


IRA F. ARCHER 
Superintendent of Agencies 


























HAD BIG CONVENTION 


WAS RECORD AGENCY RALLY 





Northwestern Mutual Life Men Gath- 
ered at Home Office Last Week 





1,000 Strong 
MILWAUKEE, WIS., Aug. 4— 
Nearly 1,000 agents of Northwestern 


Mutual Life, and their wives, attended 
the annual convention of the Associa- 
tion of Agents at the home office last 
week. This attendance was 15 percent 
larger than any previous annual meet- 
ing of the agents. One of the biggest 
hits of the convention was the sales 
clinic held the first day and due to the 
many favorable comments on it by the 
agents, it probably will be found on the 
programs of future meetings. The 
standing committee of the association 
had submitted to members of the 
agency, actuarial, secretarial, and legal 
departments, questions which had been 
asked by the agents. These were 
answered in full by the various mem- 
bers of the departments, and the clinic 
proved to be of a high educational na- 
ture. 


Had Interesting Sessions 


The evening program, following the 
dinner at the home office, was one of 
the bright spots of the meeting. John 
F. Gilchrist, vice-president of the Com- 
monwealth Edison Company, Chicago, 
talked on “The Trend of Ownership in 
Big Business,” and Charles M. Niezer, 
president of the First National Bank, 
Fort Wayne, Ind., had “Replacement” 
for his subject. 

“The life insurance companies were 
the first big business firms to draw in 
their clients as owners of the business 
in a big way,” said Mr. Gilchrist, “and 
they have since been followed by other 
big business firms in all lines. In the 
last ten years the shareholders have in- 
creased more rapidly than has capital. 
During the war when it was hard to 
get money, the public utilities had to 
raise their own money and they went 
out and sold bonds to the common peo- 
ple, and since that time the ownership 
of the public utilities has been spread 
over a most extensive field, and the day 
when the directors of a corporation hold 
control of the corporation has passed.” 

The placing of a value on human life 
and covering this by life insurance so 
that when the human is gone there will 
be a replacement in money through life 
insurance policies, to some measure, was 
the gist of Mr. Niezer’s talk. Intro- 
duced by Ernest A. Crane, past presi- 
dent of the Association of Agents, as 
a former Notre Dame football player, 
stroke on the Columbia University 
crew, a member ofthe policyholders’ 
examining committee in 1924, a leading 
policyholder of the company, president 
of the First National bank at Fort 
Wayne, and one of the outstanding 
business men*in his section. 


Many Sales Helps 


Some interesting sales helps were 
offered by Herman Duval of New York 
city, one of the largest producers of the 
company. He advised making a good 
impression the first time and getting as 
much information as possible from the 
prospect from the first talk with him. 
It does not pay to talk too long or say 
too much, according to Mr. Duval. Use 
illustrations in the sales talk and keep 
going on sales all of the time, he said. 
If the agent does not need the money 
the sales talk will be more effective, 
and as a parting shot he urged that the 
agent keep himself physically fit at all 
times. 

“Life insurance salesmen are in a con- 
stant warfare fighting ignorance, preju- 
dice, procrastination and self, and self 
is the last enemy in selling life insur- 
ance,” asserted Flavel L. Wright, gen- 





eral agent at St. Louis. “Success means 


MORTALITY IS STABLE 
DEATH RATE LITTLE CHANGED 


Metropolitan’s Statistical Report for 
June Shows Increase Over May, 
but Reduction from 1925 


The Metropolitan Life’s statistical re- 
port for June shows the death rate 
among the company’s 17,000,000 indus- 
trial policyholders as 9.5 per 1,000, 
slightly higher than that for May of 
this year, but a little lower than that 
for June, 1925. It is about the same 
figure that has been experienced in June 
for the past five or six years among the 
company’s policyholders. Among the 
causes of death showing an increase over 
May of this year, and also over June of 
last year, were tuberculosis, cancer, 
cerebral hemorrhage and automobile ac- 
cidents. Influenza and pneumonia, how- 
ever, showed appreciable decreases, 
though still considerably above the aver- 
age figure for June. The company cited 
this as evidence that the 1926 influenza 
epidemic is still having its effect on the 
general mortality experience. In June, 
the death rate from measles was the 
highest, with one exception, ever re- 
corded for that month, again indicating 
that 1926 is a so-called “measles year.” 
Whooping-cough showed a slight im- 
provement in June, diphtheria continued 
low, but scarlet fever showed a slight 
increase. 





that you have conquered self. Just hard 
work will not sell life insurance, nor 
will it make a man a judge of values. 
It is the degree of intelligence with 
which you work that counts. Life in- 
surance is a great reservoir of service 
which is useless unless it is diverted 
in the right way.” 


M. J. Cleary Spoke 


A wonderful compliment was paid to 
M. J. Cleary, vice president of North- 
western Mutual Life, by the fact that 
more than 500 guests remained for the 
luncheon conference at which Mr. 
Cleary was the principal speaker. 

“Life insurance is a business of trus- 
teeship,” declared Mr. Cleary, “and it 
imposes sacred obligations on the ofh- 
cials of life insurance companies. The 
company is only the vehicle by which 
the policyholder creates an estate tor 
himself. Basically and fundamentally 
all life insurance is mutual. Stock own- 
ership in seasoned companies is infini- 
tesimal when compared to the interests 
of the policyholders. 

“There are tendencies and trends in 
the business today which indicate com- 
mercialization such as is found in no 
other business which has so much pub- 
lic interest. Many new things are en- 
tering the life insurance field which are 
based on volume and size to be attained 
and not to perform functions for the 
policyholders.” 


New Directors Are Named 


Two new directors have been elected 
by the New York Life. Nathaniel F. 
Ayer fills the vacancy caused by the 
death of Elbridge G. Snow, late presi- 
dent of the Home Fire of New York. 
He is a Harvard man and on gratuating 
entered the cotton manufacturing busi- 
ness with the Farwell Mills and Farwell 
Bleachery of which he is now president. 
He is one of the founders of the Nyanza 
Mills and has always been its treasurer. 
He is treasurer of the Cabot Manutac- 
turing Company. 

Jesse Isidor Straus has been elected a 
director to fill the vacancy caused by 
the death of Oscar S. Straus. He is also 
a Harvard man. After spending a short 
time with the Hanover National Bank 
in New York, he entered the firm 0! 
Abraham & Straus in Brooklyn. Since 
1896 he has been with R. H. Macy & 
Co., New York City, now being pres! 
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NEED REAL KNOWLEDGE 





URGE CONSTRUCTIVE METHOD 





Leo Thomas and H. P. Trosper of De- 
troit Tell Midland Mutual Men 
of Their Sales Plans 





DETROIT, Aug. 5.—Use of more 
constructive salesmanship by life un- 
derwriters was urged by Leo Thomas 
of Detroit, premier personal producer in 
the world, and H. P. Trosper, vice- 
president of the American Life of this 
city and also a large personal producer, 
at the recent convention of the Midland 
Mutual Life. While advocating entirely 
different methods of writing business 
both speakers stressed the need for a 
constructive application of knowledge 
covering the life insurance needs of 
prospects. 

Sell Man What He Needs 


“The important thing is to get the 
prospect to buy what he really needs,” 
said Mr. Thomas. “Development of fu- 
ture possibilities will come later on. It 
is after all a matter of ‘spreading the 
blanket as far as it will go.’ This does 
not mean that it is necessary to find out 
all about a man’s income in order to 
properly deterimne his needs. Income 
getting is not necessarily related to in- 
come to be received. The important 
thing is to get the prospect to buy 
enough insurance to cover his immedi- 
ate requirements. There is sufficient 
time to develop other possibilities as 
they arise later on. 

“There is no need to evade the issue 
or to employ any subterfuge in selling 
life insurance. Tell the prospect what 
you want to see him about without at- 
tempting to conceal what you have to 
offer. A good plan is to send out a 
letter to a selected list—just a short let- 
ter right to the point with an enclosure 
to be returned. In this way it will be 
possible to arrange appointments which 
will result in satisfactory interviews but 
it is not necessary to delude the prospect 
into the belief that he is going to dis- 
cuss anything but life insurance in one 
form or another. Get the idea of repre- 
senting a client. Work out your ideas 
yourself and in a different way than 
anyone else. 


Thorough Knowledge Essential 


Mr. Trosper said: “Personal attributes 
are trequently cited as the reasons for 
success in salesmanship but without 
thorough knowledge all of these assets 
will prove negligible and the result will 
be a rank failure. In life insurance this 
knowledge consists in having informa- 
tion about stocks, bonds, real estate and 
other related subjects that dovetail 
into the business. Lack of respect for 
a life insurance salesman is one thing 
that should be avoided above all others 
and that generally comes from lack of 
knowledge. The life underwriter who 
asks a prospect to sign-up because it 
will help him to reach his quota or to 
obtain a trip to the company’s conven- 
ton or for some other similar reason is 
simply not filling his mission even in an 
elementary way. Early in my life in- 
surance experience when calling on bank 
directors and officials I made up my 
mind that when I leave a prospect he 
isn't going to feel sorry for me because 
I have failed to present my case 
Properly and that he is going to know 
more about life insurance in a construc- 
tive way than he ever knew before. It 
is the constructive, progressive ideas 
that you take to folks that count in the 
life insurance business. Policies don’t 
mean so much.” 


Favors Interrogatory Method 


After pointing out the various stages 
of a sale as approach, interest, concen- 
tration, suggestion, desire and decision 
Mr. Trosper advocated: the use of the 
Interrogatory method of approach. 

Did_ you ever hear of a pre-invested 
estate?’ is a good question to ask a busi- 
ness man,” he said. “It requires him to 








LOCATION IS CHANGED 





TO HOLD MEETING AT HOME 





Continental Assurance Schedules Its 
Agency Convention at the Edge- 
water Beach in Chicago 





The agency convention of the Conti- 
nental Assurance of Chicago was sched- 
uled to be held at West Baden, Ind., 
has to be changed on account of lack of 
accommodations at the hotel. The meet- 
ing will be held at the Edgewater Beach 
Hotel in Chicago, Sept. 30-Oct. 2. This 
will mark the 15th anniversary of the 
organization of the company. It now 
has insurance in force, $77,500,000. It 
is growing rapidly and is meeting with 
great success. The convention this year 
will deal with two subjects. At the man- 
agers’ meeting the discussion will cen- 
ter about the finding and developing of 
agents. At the general meeting when 
the agents are present the topic will be 
the finding and developing of prospects. 


Hurrell to Speak 


Hugh D. Hart, chairman of the pro- 
gram committee of the international 


convention of life underwriters, has an- 


nounced that Alfred Hurrell, vice-presi- 
dent and general counsel of the Pruden- 
tial, will be one of the speakers at the 
international convention at Atlantic City 
in September. Mr. Hurrell will speak 
on “The Company, the Agent and the 
Policyholder, From the Standpoint of 
the Company.” The same subject will 
be discussed by a prominent Canadian 
company official and these two will form 
a part of the general group which will 
discuss the manner of relationship be- 
tween the company, the agent and the 
policyholder, Congressman Martin L. 
Davey of Ohio and Chester O. Fischer, 
general agent for the Massachusetts 
Mutual Life at Peoria, Ill, will speak on 
the subject from the viewpoint of the 
policyholder and the agent, respectively. 

President Darwin P. Kingsley, presi- 
dent of the New York Life, will also 
be a speaker before the convention, his 
subject being “Life Insurance and So- 
cial Progress.” 


Building Deal Completed 


The deal for the purchase of the St. 
Louis Club building, 3667 Lindell boule- 
vard, St. Louis, by the Central States 
Life for $210,000 was consummated 
July 29. The company plans to expend 
about $150,000 in remodeling and repair- 
ing the building, which was gutted by 
fire in January, 1925. It was forced to 
obtain larger quarters to properly care 
for its rapidly expanding business. 


Illinois Life Meeting 


Isaac Miller Hamilton, president of 
the Federal Life of Chicago, will give 
a talk at the annual meeting of the 
$100,000 Club of the Illinois Life to be 
held at the home office, Aug. 26-27. It 
will be the nature of a welcome to Chi- 
cago and a tribute to the Chicago com- 
panies. Walter E. Webb, vice-president 
of the National Life, U. S. A., will also 
give an address. 





answer and thus opens the way for fur- 
ther questions and for your presenta- 
tion. ‘Do you know what your inherit- 
ance taxes will be?’ is another question 
that follows naturally and that serves 
to build up his interest. And then pro- 
ceed to get over plain talk that the other 
fellow will understand with something 
akin to a boyish enthusiasm using every 
resource to back it up. Talk in the kind 
of terms that you would use if you were 
in his own back yard. Make him sell 
himself through an interest and under- 
standing that will be irresistible and 
that will earn for you the decision that 
you are seeking.” 





Policyholders’ Savings 


The Midland Mutual Life believes in the annual 
distribution of mortality savings and excess interest 
earnings. For that reason extra dividends are de- 
clared as often as possible and added to the liberal 
dividend schedule now effective. Exceeding low 
mortality together with high net interest earnings 
indicates that large extra dividends will be dis- 
tributed. 


“Performances in excess of promises” is our 
slogan. 


If you want to build a general agency of your 
own with a real policyholders’ company write today. 


Opportunity knocks at your door in Illinois, 
Indiana, Michigan, West Virginia, Pennsylvania, 
Maryland, New Jersey, District of Columbia and 
Virginia. 


The 


MIDLAND MUTUAL LIFE 
INSURANCE COMPANY 


COLUMBUS, OHIO 














Insurance 
text books 


NSURANCE journals are text books 
from which alert underwriters learn 
the latest methods of selling insurance. 


Articles on new approaches, sales argu- 
ments, and the closing of sales comprise 
their chief reading matter. 


Realizing that these trade papers of in- 
surance attract the best type of under- 
writer, their pages are used by the /Etna 
to remind its agents of the co-operation 
that this company is ready to afford 
them, and to inform wide-awake sales- 
men of the advantages of being AEtna 
representatives. 


S. T. WHATLEY 
General Agent 
AEtna Life Insurance Company 
Suite 2043—230 So. Clark Street 
CHICAGO ILLINOIS 
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SALARY SAVINGS PLAN 
“SNARE AND DELUSION” 


(CONTINUED FROM PAGE 1) 


begin at age of 30 and write $300,000 
a year until age 60. Living on his new 
commissions and investing his renewal 
commissions, the agent could retire at 
age 60 with an estate of $144,000. This 
was with the average lapse ratio for 
the Equitable. He concluded with four 
suggestions on how to keep down the 
lapses, as follows: 

First. Choose prospects carefully, and 
don’t write too much at younger ages. 
Solicit mostly above age 40 and the 
agent will find he is selling larger po- 
licies with better persistency. 


Fit the Policy 


Second. Sell right. Analyze the needs 
of the assured and also deliver the pol- 
icy in person and repeat the sales talk, 
showing how the policy actually in the 
assured’s hands is going to take care 
of him and his family. 

Third, Cultivate after selling. He 
emphasized that the cultivation should 
come between renewal dates. If it is 
concentrated at renewal time, the as- 
sured will get the idea that the agent 
is interested in nothing but the money. 

The fourth point was co-operation 





between the agent, general agent and 
home office in checking lapses. 


Checks for Conservation 


The Equitable has a special bonus 
system for agents whose lapse ratio is 
low and the checks were presented by 
= Irwin at open meeting. Any agent 

renews 95 per cent of his business 
pee A the previous year gets a bonus 
of 1 per cent of the premiums. An 
agent who renews between 92 and 95 
per cent on the first renewal gets three- 
fourths of 1 per cent bonus. Sam 
Broomhall of Cincinnati got the largest 
check, with only one lapse on premiums 
of over $10,000. His check was over 
$100. Cincinnati had five or six agents 
among the bonus winners. 

Treasurer F. W. Hubbell of the 
Equitable spoke on “Company Fi- 
nances.” He went into a rather com- 
plete analysis of the company’s financial 
statement with the idea of showing the 
agents the entire solidity and safety of 
the company and all its investments. 


Hadley Gives Inspirational Talk 


B. F. Hadley, vice- president and man- 
ager of agencies, had as his subject, 
“What Is Your Melting Point?’ The 
inquiry was dijrected to the drawbacks 
and difficulties under which men wilt. 
It was an inspirational talk, but very 
close to the ground and connected with 


the work of an insurance agent. He 
gave varied instances of splendid work 
done under difficulties. 

In his conclusion Mr. Hadley an- 
nounced that the company wrote $41,- 
000,000 of new business in the first half 
of this year, or $12,000,00 more than in 
the first half of last year. The amount 
in force July 1 was $450,000,000, a gain 
of $26,000,000. 

Looking to the future, Mr. Hadley 
presented a chart of anticipated growth. 
He pointed out that in 1916 the com- 
pany passed the $100,000,000 mark. The 
chart showed the growth up to the end 
of 1925 and then showed that by main- 
taining the same growth, the company 
would pass the billion mark in 1936. 
This will be accomplished by main- 
taining the same growth in new busi- 
ness and the same low lapse ratio as 
in the past. 


Discusses Insurance Trusts 


The chief address at the second day's 
session was given by J. B. Moorman, 
general agent in Cincinnati. Mr. Moor- 
man has made an intensive study of life 
insurance trusts administered by com- 
panies and he analyzed the subject in 
an exhaustive manner. Mr. Moorman 
had prepared booklets which were dis- 
tributed to all the agents present for 
their use in selling life insurance trusts. 





They contained excellent selling ma- 














terial, sample letters to prospects, jllys. 
trative proposals and other valuable 
suggestions, as well as convenien 
tables, showing dividends, trusts and 
other vital figures in connection with |ije 
insurance trusts. 


Safety Is Emphasized 


Mr. Moorman pointed out that the 
life insurance trust administered by the 
ife insurance company is safer than 
that administered by the trust com. 
pany inasmuch as in the latter case 
all of the funds are invested in cer. 
tain securities and if there is any loss, 
the beneficiary is the one who suffers 
The trust company can _ guarantee 
neither principal nor interest, but only 
that it will exercise reasonable care 
When the life insurance company ad- 
ministers the trust, on the other hand, 
the funds are invested along with all 
the other assets of the company instead 
of in certain securities. If the company 
should lose money on * certain of its in- 
vestments, no one person would feel 
the effects as the loss would be absorbed 
in the investment as a whole. 


Describes Sales Helps 


A. Swisher, Jr., assistant secretary 
told about the sales helps which the 
company is offering its agents, includ- 
ing advertising mats, new policy en- 
velopes which show on the outside the 
definite purpose for which the policy 
is taken and other helps in_ selling. 
Vice-President F. W. Hubbell presided 
at this session. Vice-President B. F. 
Hadley. presented the shield to the 
Philadelphia agency for writing the 
largest amount of business last year. 
The shield was held by the Pittsburgh 
agency the two preceding years. 


Tax Gives Opportunity 


At the final session, at which Vice- 
President Hadley presided, Arthur An- 


derson, general agent in St. Louis, dis- 
cussed “Life Insurance Covering Busi- 
ness and Inheritance Taxes.” Mr. An- 
derson stated that few men know very 
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much about inheritance taxes and do 
not realize what a serious drain they 
may be on their estate. He said that 
the average depreciation in estates is 
20 per cent. Not many people go very 
deeply into this extremely technical 
subject and consequently most men do 
not realize how many inheritance taxes 
will be levied against their estate. Be- 
cause of the ethics of his profession, the 
lawyer cannot go to his clients to warn 
them of the danger, and there is no 
one else to undertake it excent the 
insurance man, who has access to in- 
formation with regard to taxes and who 
ean take the initiative in going to a 
man with advice. Mr. Anderson urged 
the agents to make a study of inherit- 
ance taxes as well as other types of 
insurance, in order that they might be 
able to furnish complete service. 


Shows Value of Education 


Earle E. Smith, who will be in charge 
of the educational work at the home 
office, discussed the value of an educa- 
tional course. He quoted the ancient 
Oriental proverb, “He that knows, and 
knows he knows, is wise; follow him.” 
Mr. Smith said that knowledge banishes 
fear because the agent who is thor- 
oughly acquainted with his subject is 
confident in himself and in what he has 
to offer, and furthermore he is so deeply 
interested in his business that he for- 
gets himself. Educational courses give 
the agent a true perspective of the in- 
surance business in relation to the eco- 
nomic system. Mr. Smith quoted re- 
sults from investigations by other com- 
panies showing that trained agents pro- 
duce a larger amount of business and 
also that the turnover among agents is 
greatly reduced among those who have 
tried educational courses. 


Gives Sales Demonstration 


An interesting and eloquent sales 
demonstration was given by Ray Fuller, 
who used a large chart to show the 
program he would offer in a certain 
situation, and then proceeded with the 








sales demonstration, using one of the 
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agents present as his prospect. Mr. 
Fuller started the canvass by asking 


questions which the prospect must an- 
swer in the affirmative and thus got him 
into the habit of answering in that way 
so that he continued when it came to 
questions of more vital import. After 
he had discussed each of the benefits 
covered by the program, including dis- 
ability protection, income for the wife 
and tor the man’s own old age, educa- 
tion for the children and others, he 
asked, “Wouldn’t it be a fine thing if 
you had that protection?” In this way 





he led the unresisting prospect to agree 
that he should have the insurance. 

Vice-President Hadley presented a 
check for $100 to General Agent J. B. 
Moorman of Cincinnati in recognition of 
the fact that his agency had the lowest 
lapse ratio, 7.3, of all agencies of the 
company. 

The convention closed with an ad- 
dress by President H. S. Nollen, who 
summed up the ideas brought out in 
the various addresses. President Nollen’s 
address left a deep impression upon the 
agents. 











| J. FRED LAWTON SHOWS VALUE OF 
| REGULAR WEEKLY PRODUCTION 





tion was emphasized by J. Fred 

Lawton, general agent for the Con- 
necticut Mutual Life in Detroit, speak- 
ing before the annual agency convention 
of the Midland Mutual Life in Detroit 
last week. “Playing the Game” was 
his subject and his talk was filled with 
experiences from the athletic field as 
well as the business world. In reference 
to weekly production, Mr. Lawton said, 
in part: 


T's value of regular weekly produc- 


Many Good Starters 


“In this business and in this world we 
have been preaching the fact that there 
are so many good starters and so many 
poor finishers. We realize that. In the 
life insurance business especially I think 
we see a great many plans made, a 
great many starts made, great. enthusi- 
asm; maybe you are going to work a 
list of the printers, or maybe you are 
going to work a list of the dentists, or 
maybe you are going to work a list of 
the doctors, or a list of the real estate 
men; and you have a great plan; or 
maybe you are going to buy an automo- 
bile, in order to make it pay for itself. 
That is a wonderful thing if the automo- 
bile does pay for itself, and is not used 
for other things. But, there are a lot 
of great plans made that are never fin- 
ished. 

“I have noticed so much in my agency 
that I have been trying to develop in 
Detroit for the last few years, that there 
are sO many good starters; they start 
up wonderfully well; they start with a 
burst of enthusiasm; and the first thing 
you_know, you ask, ‘Where is that fel- 
low?’ And somebody will say that he is 
in some other line of business, or in 
some other place. 

“We all know, and I 
about it, that at the age of 65, 95 people 
out of every 100 have to work or de- 
pend upon relatives for support, or de- 
pend upon charity. You can take 95 
men, young fellows, and at the age of 
65, where will those young fellows be? 
Thirty-six will be dead; one will be 
rich; four will be well to do; five will 
be working, self supporting, and 54 are 
dependent upon relatives or charity. 
There are so many good starters in life 
who do not ever finish. I am just won- 
dering if it is not a matter of following 
through? 


Must Be Devoted to Task 


“" actually believe that the whole so- 
lution is a matter of becoming devoted 
to the task in hand. Great devotion is 
what is needed—devotion that will carry 
through. And, in order to carry 
through, it must be that you have got 
some kind of a plan or program that 
is made up ahead of time for carrying 
through. If I should ever be taken to 
an insane asylum, and anyone would 
come out and say, ‘Hello Fred,’ I be- 
lieve the first thing I would say to him, 
probably, would be: ‘Have you fellows 
in the agency been keeping up the plan 
ot weekly production?” I am crazy on 
that subject of weekly production. I 
eat it, dream it, I sleep it, and breathe 
it, and drink it—the idea and ideal of 
weekly production. I find there are so 
many young fellows in our organization 
who start out, ‘Hip, hip, hooray,’ they 
are going to do something for 52 weeks, 
they are going to get at least one appli- 
cation a week for 52 weeks. It is all 


have talked | i nu ' 
| Anyway, in the condition I am in, I 











| will have to quit that record. 





fine for awhile, and they will go along 
for eight, or 10 or 12 or 15 weeks; then 
all of a sudden you see them on Thurs- 
day or Friday, and you say, ‘How is 
your weekly production record coming?’ 
And they say, ‘Oh, well, I don’t know.’ 

“When I started in the life insurance 
business, I wanted to do one thing, and 
one thing only. I wanted to score at 
least one application a week, every week 
as long as I was in the life insurance 
business. I was never a big writer. I 
had a lot of friends, but I never was a 
big writer. So that I figured I wanted 
to start in this way, I wanted to be a 
steady man; I wanted to be known as 
the fellow who always got business dur- 
ing the summer or any other time—the 
man who always got the business. So 
that I went out after a record, and I 
went for 52 weeks, 60 weeks, 70 weeks. 
I remember, my grandfather came over 
from Scotland, and I told him about it. 
He was in the life insurance business 


there. And I said, ‘Grand-dad, I have 
scored 70 weeks, and I have never 
missed.’ And he said, ‘My boy, that is 


duck-soup.’ He thought that was great. 


Up Against Crisis 


“T went to 80 weeks, 90 weeks, and I 
made 101 and 102; and I met at lunch- 
eon one day Bert Thompson of the New 
England Mutual here in Detroit. He 
said, ‘Fred, how is your weekly produc- 
tion record coming?’ I said, ‘Well, I 
don’t feel good at all. This is Friday, 
and I think I will go home. I feel punk. 
I don’t see where I am going to get an 
application tomorrow. It looks as if I 
I have 
gone over one year anyway. I have 
got the habit of working. I don’t know 
whether it is worth while to keep it up. 


cannot write an application before to- 
morrow noon, and I have got to do that 
before tomorrow noon, Saturday noon.’ 
“He said, ‘Fred, wait a minute. If 
you were going to be hanged Monday 
morning if you did not get an applica- 
tion before tomorrow noon, could you 
get one?’ I never had thought of it 
like that before. And he put it in an- 
other way; he said, ‘If you knew tomor- 
row afternoon, that some doctor was 
going to say to you, “Fred, you are 
awfully sick, you have got to change 
your mode of living; you have got to go 
away to Denver, Colo. I just examined 
your lungs and you are not in a fit 
condition to stay here any more. You 
will have to move your family there, and 
start all over again.” If you knew that 
somebody tomorrow afternoon was go- 
ing to say that to you, and you could 
stop them from saying that, or you could 
prove it untrue, if you wrote an applica- 
tion—could you write one?’ I started 
to feeling good immediately. And say, 
if you want to feel good, just go through 
a hospital some time, and you will go 
out and kick your heels up and thank 
God that you are alive. And I tell you 
that fellow had me thanking God that I 
was able to eat that little bit of lunch. 
And, when I got out, did I write? As 
I can remember it, there were three or 
four applications that I wrote before 
noon the next day. ; 
“I found that it was only a question 
of my desire to write the applications, 
and how much I was devoted to it, and 
how much desire I had to write them.” 











1924 
1925 





TOTAL OF PAID-FOR BUSINESS 


- - - + $134,242,954 
- « « - $157,045,211 


Onward March—1925 








COMPANY 


G. S. NOLLEN, President 
DES MOINES, IOWA 


BANKERS LIFE 





} 


i OS 


2 


RUTH 


the chart you and your home office worked out for me, I decided 


Was Going to Take $5,000 


—But He Took $35,000 


“T thought that a $5,000 policy was all I needed, but after rey, 
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needed $30,000 more® This is the first intelligent advice given me 
by a life insurance agent and it pointed out to me what I really 
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could do with life 
this service . 

Are you selling Policies because the prospect needs more insurance 
or are you suggesting a program to cover his needs? Each policy 
is an integral part in the program. One is a cleanup fund. An- 
other is a life income for his wife. 
children. 
The home office of the National Savings Life plays an important 
part in the rendering of such a service to the prospects of their 
many agents. 


What is the result of such service? 
in confidence, Mr. Louis A. Boli, Jr., Agency Director, at the ad- 
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Too Many Go on “‘Slumping Party’’ 


Tue Home of New York in its house 
organ makes a clever play on words 
in asking its agents whether they are 
going on a “slumping party” during 
the summer. There is a general sag- 


ging all along the line especially in 
July and August. That is the time of 
vacations, recreation and less concen- 


tration on business. Be that as it may 
insurance men in the producing ranks 
lose considerable of their enthusiasm 
during the summer months largely be- 
cause they think the business is not to 
be had and that people resent being 


approached on insurance during the 
summer. 

The Home speaks of the “slump” bug 
as a mental parasite. It states with 
truth that the business is there and can 
be gotten if it is attacked in the right 
way. Insurance salesmen are influenced 
too much by atmospheric conditions. 
They become almost barometers. The 
summer season is really a very good 
one in which to put on extra effort be- 
cause sO many other insurance men 
have slowed down. It is a time of real 
opportunity for the live agent. 


Insurance Education of the Public 


Many different lines of business take 
the position that the public is unjust 
because it does not appreciate the fun- 
damentals of these activities or realize 
the motives that are back of those re- 
sponsible for them. Insurance officials 
today are giving a great deal of thought 
as to how the public can be educated 
in insurance. At almost every meeting 
this problem is presented and various 
solutions are offered. 

The papers, daily and otherwise, are 
simply swamped with material issued by 
publicity men of various lines of busi- 
ness seeking to get their stories pub- 
lished. Every trade insurance paper, for 
example, has sent to it requests fronf 
other lines of business that articles be 
published in order that insurance men 
may become better acquainted with these 
outside activities. The truth of the mat- 
ter is that the publishers are burdened 
with what might be called propaganda 
material. All this is interesting in a 
way. There is nothing deceitful or mis- 
leading about it. However, the physica? 
effort required to read all the material 
of this kind would be stretched to the 
breaking point. 

Insurance and 300 other lines of busi- 
ness are seeking to become better 
known. We doubt very much whether 
the vast amount of publicity material of 


this nature being sent out is making 
much of an impression. Insurance is 
fortunate in this one respect. It has 
thousands of mouthpieces located 
throughout the country in the way of 
local agents and field men who come 
in direct contact with the public. These 
are the people that can create sentiment. 
In a few moments’ time in serious con- 
versation some enlightening observa- 
tions can be made on insurance that 
will have a very far effect. It is there- 
fore by word of mouth that insurance 
can expect to tell its story to the best 
advantage. The great duty of those 
guiding the destinies of insurance is not 
only to keep the sources of informatioi? 
pure, but to see that the insurance 
stream all along the line is not contam- 
inated. Local agents can do a vast 
amount of good for the insurance busi- 
ness. They must keep well and accu- 
rately informed. They constitute the 
great medium through which the insur- 
ance story can best be told. We should 
not overlook the position of the selling 
forces when it comes to real education. 
The producers of insurance are coming 
in daily contact with the buyers. It 
takes only a word now and then in the 
way of explanation or elucidation to 
convince an assured that he has no just 
complaint against insurance. 


Getting Business from Policyholders 


Acents that write a considerable 
business on old policyholders have the 
lowest lapse ratio. The seasoned agent 
who has built up a considerable clientele 
appreciates the great value of existing 
policyholders as sources of new busi- 
ness. When a policyholder buys insur- 


ance again of an agent he is satisfied 
with the company, the agent and the 
service. 

The agent that adopts the touch and 
go system, taking but little time to sell 


a policy and see that its roots are sunk 
deep into the soil, naturally has a high 
lapse ratio. Policyholders are not con- 
vinced that the insurance is worth while 
or that the policy fits their particular 
needs. Wise agents that cultivate their 
policyholders intensively see that they 
are satisfied with what they have pur- 
chased, keep them in a favorable frame 
of mind and see to it. that additional in- 
surance is sold in the same company to 
fit definite needs. 





Robert R. Harrold, general claim 
representative for the Pacific Mutual 
Life, has returned to his office in Chi- 
cago after a month’s business trip 
through the west, visiting the branch 
offices in the south and the home office 
in Los Angeles. While on this trip, 
Mr. Harrold completed arrangements 
for the opening of a new branch of the 
claim department in Memphis, Tenn., 
rounding out the company’s organiza- 
tion which is now one of the most com- 
prehensive claim organizations in the 
country. There are zone headquarters 
in all of the strategic positions and lo- 
cal representatives in practically every 
city in the country. 


George D. Eldridge, formerly man- 
ager and actuary of the Mutual Reserve 
Fund Life Association of New York, 
died at his home in Cambridge, Mass., 
last week. Mr. Eldridge, a native of 
Rochester, N. Y., launched into busi- 
ness after graduation from college as 
editor of an insurance paper in Cincin- 
nati. He moved to Boston where he 
continued the publication until he left 
Boston for Washington, D. C. In 1894 
Mr. Eldridge was named manager and 
actuary of the Mutual Reserve Fund 
Life, in which position he continued 
until 1908. At that time he returned 
to Boston where he conducted an actu- 
arial office. 

Word has been received of the death 
of Hubert A. Clark, general agent for 
the Northwestern Mutual Life at 
Princeton, Ill. Mr. Clark was 59 years 
of age. He was in the Presbyterian 
hospital at Chicago for about ten days 
before his death, which was caused by 
heart disease and neuritis. -Mr. Clark 
was a successful leading general agent 
of the company, having been associated 
with it for several years, and he was 
highly respected in his community as an 
insurance counsellor. He practically 
“lived” life insurance and the North- 
western Mutual and was regarded very 
highly by all of his acquaintances. 

Elmer S. Albritton, manager for the 
Jefferson Standard Life at Dallas, Tex., 
has again achieved first place in produc- 
tion, having qualified for the $500,000 
Club in the first six months of the year. 
Mr. Albritton is one of the outstanding 
life underwriters and has made _ his 
agency, known as the Lone Star Agency, 
one of the outstanding agencies. Mr. 
Albritton was for many years with the 
Minnesota Mutual Life and made a 
notable record, both as head of the 
agency, department at the home office 
and as general agent at Dallas, before 
going with the Jefferson Standard. 

A. J. Koeppe, assistant actuary of the 
Union Central, has been recovering from 
an infection to his foot. His illness has 
been serious, for he has been away from 
his office since June 1 and will not re- 
turn for another three or four weeks. 


In a recent issue Ralph H. Hobart of 
Hobart & Oates, general agents of the 
Northwestern Mutual Life of Chicago, 
was referred to as having been elected 
president of the Northwestern Mutual 
Life Agents Association. Mr. Hobart 
was elected president of the General 
Agents Association. Clifford L. McMil- 
len of Milwaukee, home office general 
agent, heads the agents association. 
Both men are important factors in the 
Northwestern Mutual forces. 


The retirement last week of E. L. 
Ragland as Mississippi general agent 
for the Fidelity Mutual, marks the pass- 
ing from the stage of one of the old 
timers. Mr. Ragland has not been in 
robust health since 1920, when he found 
it necessary to undergo a serious surg- 
ical operation, but he has remained 
faithfully at his post, notwithstanding 





the serious handicap of a voice which 


————_! 


cannot be heard above a whisper. His 
is not the largest agency plant in the 
Magnolia State, but it has been hon- 
orably built. Competition has never en- 
tailed friction when he entered into it. 
Perhaps none of his contemporaries jn 
Mississippi, and a few of them have 
seen service all-during the thirty years 
he has represented the Fidelity Mutual, 
can recall a single instance in which the 
slightest unpleasantness arose out of 
competition with him. Mr. Ragland has 
always taken an active interest in the 
affairs of the Jackson Life Underwriters 
Association. In addition, he has been 
active in the affairs of St. Andrew’s 
Episcopal Church, and in numerous civic 
enterprises. 


A. W. Gordon, vice-president of the 
American Old Line of Omaha, has left 
for a three weeks’ sojourn in the moun- 
tains of Wyoming. 


The A. W. Crary Agency of Fargo, 
state agent in North Dakota for the 
Northwestern National Life of Minne- 
apolis, will be host to 35 North Dakota 
agents and their wives at a convention 
and week’s outing to be held at Miller's 
Cottage Inn on Lake Le Homme Dieu 
near Alexandria, Minn., the first week of 
August. 

Dr. O. M. Knox, who was killed in 
an automobile accident in France July 
i3, was buried in Rosehill Cemetery at 
Chicago, Wednesday of this week. Dr. 
Knox in recent years made his home 
at St. Petersburg, Fla. He was on a 
vacation trip in France, and became in- 
volved in an automobile accident re- 
sulting in his death. He was formerly 
medical director of the North American 
Life of Chicago. Dr. Knox was a son 
of Col. Thomas M. Knox, Chicago man- 
ager of the Lincoln National Life and 
formerly vice-president of the North 
American Life. 


Bert N. Mills, assistant secretary and 
advertising manager of the Bankers Life 
with Mrs. Mills, entertained at a house- 
warming and dinner party last week at 
their fine new home in Des Moines. In- 
surance friends sharing in the reception 


included: George Ayres, vice-president, 
Central Life; G. E. Brammer, general 
counsel, Merchants Life, and George 
Brammer, assistant secretary, Bankers 
Life. 

Henry Clabaugh, son of C. C. Cla- 
baugh, superintendent of agents of the 


Maryland Life, is rapidly winning a 
place for himself in the tennis world. 
Young Clabaugh last winter won the 
Maryland boy’s indoor championship 
and is trying this week the state out- 
door championship. 

Frank Dolph, 22 year old golfer of 
Portland, Ore., who won the champion- 
ship of the Western Golf Association 
at St. Paul, is one of the big producers 
of the E. N. Strong agency of the 
National Life of Vermont. A royal wel- 
come was given him by the fans when 
he returned to Portland. 


The 1926 edition of the “Encyclopedia 
of Insurance” has been published by G. 
Reid Mackay, 34 Park Row, New York, 
the price being $3 a copy, cloth binding. 
This encyclopedia is an old one, having 
been established in 1891. It gives bio- 
graphical information together with 
other interesting knowledge concerning 
insurance practices, provisions, organi- 
zations, etc. There are over 150 pages 
of biographical sketches. 


James A. Campbell, manager of the 
Central Branch office of the New York 
Life in Chicago, left Monday for a 
month’s vacation. Mr. Campbell and 
his family will motor to the north woods 





of Wisconsin and Michigan and into 
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Canada, where they will try their luck 
at fishing and then will go east, travel- 
ling through the Berkshire Hills in Mas- 
sachusetts and home via New York, 


Cc. B. Knight, general agent for the 
Union Central Lite in New York, has 
returned from a three months vacation 
in Europe, where he traveled 6,000 miles 
by automobile and airplane. 


William B. Salt, Jr., secretary of the 
California State Life, died at his home 
in Sacramento, Cal., last week after a 
short illness. He was 38 years of age. 


Hugh Hart of Hart & Eubank, gen- 
eral agents for the Aetna Life in New 
York, left last week for a month’s vaca- 
tion in the west. Mr. Hart will visit 
the Yellowstone National Park, the 
Yosemite National Park and the Cana- 
dian Rockies, stopping for a while at 
Lake Louise. 

B. E. Ellis, agency supervisor of the 
Merchants Life of Iowa, died last week 
at Berkeley, Cal. He took up his duties 
with the Merchants Life only a few 
weeks ago and had been working hard 
in northern California. He was visiting 
his daughter, suffered a heart attack and 
died immediately. He was 63 years of 
age. His daughter is the wife of L. R. 
Fulmer, general agent for the Reliance 
Life at San Francisco. 

Mr. Ellis was formerly 
Minneapolis, where he was general 
agent for the Phoenix Mutual Lite. He 
then became supervisor for that com- 
pany and made a number of trips to the 
Pacific coast. In 1916 he went to Cali- 
fornia, joining the Equitable Life of 
Iowa as Pacific coast supervisor. Later 
he was agency supervisor for the West 
Coast Life. The latter part of last year 
he left that company to become general 
agent of the Old Line Life in northern 
California. A month ago he resigned 
to go with the Merchants Life. 


located at 





| 17 years he has built up the annual pro- 


| zation until it now includes 30 contract 
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ALLEN TO TAKE ON PARTNER | 





H. Arthur Schmidt Becomes Member of 
New England Mutual General 
Agency in New York 


NEW YORK, Aug. 5.—E. W. Allen, 
general agent here for the New England 
Mutual for the past 17 years, announces 
that on Sept. 1 H. Arthur Schmidt wil] | 
become associated with him as partner | 
and general agent. At the same time | 
Lowell M. Baker, who was cashier in 
the Allen agency from 1909 to 1916 and 
since them has been auditor at the home 
office of the company, will become su- 
pervisor of agents of the new organiza- 
tion, which will be known as Allen & 
Schmidt. It will continue to occupy Mr. 
Allen’s present offices at 217 Broadway. 


Is Big Personal Producer 


Mr. Schmidt, who is 31, has been 
with the Allen agency for some years 
and for the past four years has been the 
largest personal producer of the New 
England Mutual, last year writing over 
$1,225,000. He is a member of the ex- 
ecutive committee of the New York 
Life Underwriters Association. 

Mr. Allen has long been prominent in 
the local insurance world. In the past 





duction of his agency from $1,500,000 to 
$8,000,000 and has increased his organi- 


agents and about 150 licensed represent- 
atives and brokers. 

The Allen agency is one of the very 
oldest in New York City, having been 
founded in 1846 by John Hopper, father 
of DeWolf Hopper, widely known actor. 
In the old days it had its offices at 110 
Broadway on the site now occupied by 
the towering Equitable building. 
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LOESCH GOES TO AETNA LIFE 
Manhattan Life’s New York General 
Agent and Entire Staff Resign for 
New Connection 


NEW YORK, Aug. 4.—Close on the 
announcement of the Manhattan Life 
that it intends to open up Greater New 
York by appointing many representa- 
tives in the territory comes the an- 
nouncement that George Loesch, man- 


ager of the metropolitan department of | 


the company for the past twelve years, 
terminated his connection with the Man 
hattan on the expiration of his contract 
on July 31. 

Mr. Loesch and all his staff and as- 
sociates have organized the George 
Loesch Associates and on Aug. 2 went 
over in a body to join the Hart & Eu- 
bank agency of the Aetna. The Asso 
ciates will make their headquarters with 
the Hart & Eubank agency at 100 Wil- 
liam street but will operate as a unit 
representing the Aetna group. The As- 
sociates comprise about 25 new and old 
members of Mr. Loesch’s staff, all of 
whom are producers who have been in- 
creasing the new business of Loesch’s 


agency consistently from month to 
month. 
According to figures given by the 


Loesch agency, it had approximately 20 
percent of the company’s total premiums 
in force at the end of 1925 and over 15 
percent of the company’s insurance in 


force. With the exception of the first 
eight months of Mr. Loesch’s connec- 
tion with the company and two other 


years, the Loesch agency produced from 
24 to 38 percent of the company’s total 
new business each year. This compares 
very well with the 19 percent that a 


| recent Manhattan survey showed as the 
| proper proportion of business which 
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should come from the local territory. In 
the past twelve years the Manhattan's 
increase of insurance in force amounted 
to a little more than $7,000,000, while the 
increase in the Loesch agency was al 
$12,000,000. In its twelfth year 


most 

records of the agency show that 60 per 
cent’ of the business written is still in 
force. 


The new appointments of the Man- 
hattan have not yet been announced. 
SEVERAL BRANCHES OPENED 
Jefferson Standard Life Names New 

Managers in Various Fields and 
in New Sections 


In order to take care of the increasing 


| business in the western part of North 
Carolina, the Jefferson Standard has 
opened a branch office in Asheville 


I. H. Gantt, formerly manager at Gas 


tonia, N. C., will be in charge of the 
new office, and Miss Ella M. Glasbren 
ner is cashier. Mr. Gantt’s territory 
comprises 18 counties in the heart of 
“The Land of the Sky,” one of the 
famous scenic spots in America, which 
is at present having a_ remarkable 


growth and development. The opening 
of an office in Asheville brings the total 
number of branch offices operated by 
the Jefferson Standard in North Caro- 
lina up to seven. 

Che Jefferson Standard has opened a 
branch office at Albuquerque, N. M., 
with Dr. Douglas B. Wood as manager, 
and Miss Gail Strahan The 
territory operated by this office will in 
New Mexico and Arizona. 

Two new managers have been ap 
pointed by the Jefferson Standard tor 
its branch office at Baltimore, Robert A 
Coxeter and Joseph Rudolph, Miss A. E 
Manning is cashier All regular branch 
| office functions will be served by this 
office for the whole state of Maryland 

W. Lester Brooks has been appointed 
| manager of the Charlotte, N. C., branch 


as cashier 
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office of the Jefferson Standard. Mr. 
Brooks was formerly cashier of this of- 
fice, but devoted most of his time to 
personal production. He entered the 
class of million dollar producers last 
year when he paid for $1,150,000. Mr. 
Brooks succeeds Thomas S. Franklin, 
recently deceased, and who befofe his 
death was one of the largest producers 
in the south as well as head of one of 
the largest agencies in the south. P. B. 
Wilkes, Jr., formerly assistant cashier 
of the Charlotte agency, will be cashier 
to succeed Mr. Brooks. 


FORM AGENCY PARTNERSHIP 





I. L. Rousseau and Joe Russell of Louis- 
ville Form Union Central 
General Agency 





The Union Central Life of Cincin- 
nati, announces that a partnership has 
been formed between I. L. Rousseau, its 
general agent at Louisville, Ky., and 
Joe Russell, also of Louisville. The 
agency will hereafter be known as Rous- 
seau & Russell, and a vigorous campaign 
for new business throughout their terri- 
tory in Louisville and western Kentucky 
is planned by the partners. 

_ Mr. Rousseau has represented the Un- 
ion Central as a general agent in Louis- 





ville since 1906, and previous to that 
was connected with other companies for 
20 years. Mr. Russell, up to a few 
months ago, was a special agent for the 
Northwestern Mutual, and was one of 
the best known personal producers in 
Louisville. He has been active in in- 
surance field work for 20 years. 





GOES TO AMERICAN CENTRAL 





John J. Dubourg Has Been Appointed 
Superintendent of Agents of the 
Company in Louisiana 





John J. Dubourg, a veteran personal 
producer and agency organizer, has been 
appointed as superintendent of agencies 
in Louisiana for the American Central 
Life, with headquarters in New Orleans. 

He goes to the American Central with 
a well-rounded-out career in the life in- 
surance field. For a number of years he 
served the Prudential as assistant man- 
ager for Louisiana and left that organ- 
ization to become vice-president and 
agency manager for the Providers Life. 

The story of how Mr. Dubourg en- 
tered the life insurance business is an in- 
teresting one. After attending the New 
Orleans College of Pharmacy, he opened 
a drug store in a Louisiana city. 





It was | 


while he was engaged in the drug busi- 
ness that he was first solicited by a life 
insurance representative and offered a 
contract. He was successful in closing 
a considerable volume of business dur- 
ing spare time and soon realized that 
life insurance offered great possibilities. 
It was not long, therefore, until he sold 
his store and entered the business of life 
insurance selling as a full-time man. 

As a personal producer, Mr. Dubourg 
has always ranked among the leaders. 
One of his outstanding cases was a 
group case totaling $1,800,000, written 
while he was with the Prudential. 





C. J. Heilman 


Clem J. Heilman, for the past five 
years district manager at Johnstown, 
Pa., of the Edward A. Woods Company 
for the Equitable Life of New York, 
has resigned to become associated with 
the Wilson Slick agency, managers for 
the Reliance Life at Johnstown. Mr. 
Heilman has been made agency director 
in charge of old and new personnel. 


Pixler & Pixler 


Roy L. Pixler, state agent of the Con- 
necticut General Life at Huntington, 
W. Va., has formed a partnership with 
his brother, C. R. Pixler, under the firm 
name of Pixler & Pixler. C. R. Pixler 
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has been a Metropolitan Life man fo, 
the last eleven years, formerly at Charles. 
ton, W. Va., and for the last four years 
as manager ‘of the Gem City branch a 
Dayton, Ohio. Pixler & Pixler have 
West Virginia and one county in Ohio 
as their territory and a_handso me 
amount of insurance in force which js 
expected to be largely increased with 
the new firm. 





Joe Fouts 
Joe Fouts, formerly agency manager 
for the Western Life, and later op 
with the Royal Union Mutual, is now 


western manager for the Northern States 
Life of Hammond, Ind., in Minneapolis, 





J. W. Hammond and N. D. Beckman 


W. Hammond has resigned as sy- 
perintendent of agents for the Jackson- 
ville, Fla., office of the Mutual Life of 
New York and is now in the mountains 


of North Carolina for his health. N, D. 
Beckman, Jr., formerly cdshier in the 
Jacksonville office, has succeeded him 
as superintendent of agents. Mr. Beck- 


man was assistant cashier at Columbia, 


S. C., for the Mutual Life before going 
to Jacksonville. Mr. Hammond was 
formerly assistant cashier in the Rich- 
mond office and later cashier in the 


Jacksonville office. 


E. W. McIntire 


The Columbian National Life has ap- 
pointed Eugene W. McIntire of Oak- 
land, Cal., general agent for northern 
and central California with the excep- 
tion of the coast counties. Mr. McIntire 
had been manager for the East Bay de- 
partment of the Union Central Life for 
several years. He was a member of the 
California staff of the latter company 
for the past eight years. 


W. W. Barrow 


Walter W. Barrow has resigned as 
general agent at Richmond, Va., for the 
New England Mutual Life, with which 
he had been associated for the past 
five years. Prior to that, he was dis- 
trict manager for the company at Farm- 
ville, Va. Mr. Barrow’s future plans are 
unannounced as yet. 


J. D. Rice 


The Kansas Life of Topeka has been 
licensed in South Dakota. J. D. Rice 
of Sioux Falls has been named as gen- 
eral agent for the company with office 
at 204 Minnehaha building. This is the 
sixth state into which the company has 
been admitted and application is being 

made for admission to Iowa. 


7. = McClenaghan 


The Bankers Life of Iowa has con- 
solidated its agencies at Kankakee and 
Elgin, Ill., and the combined agency 
has been placed in charge of J. M. Mc- 
Clenaghan, formerly in charge of the 
Elgin agency. 


Earl J. Manley 


Earl J. Manley of St. Paul has been 
appointed district agent for the Massa- 
chusetts Mutual Life, with offices at 520 
Davidson building, Sioux City, Ia. Mr. 
Manley was formerly connected with 
the St. Paul agency of the company. 


R. H. Manley 


Robert H. Manley, for the past five 
years associated with Franklin Mann, 
general agent of the Northwestern Mu- 
tual Life in Omaha, has been made gen- 
eral agent of the St. Joseph Life and 
has opened offices in the Electric build- 
in in Omaha. 


L. E. Pennewell and J. L. Pillmore 


Two new district agents have been 
appointed in Wisconsin for the Mutual 
Life of New York by Gifford T. Ver- 

















million, manager of the Milwaukee 
agency. Lawrence E. Pennewell of 
Oshkosh has charge of the Oshkosh 


district covering half of Winnebago 




















country and all of Green Lake and 
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Waushara counties. The other district | is under way at the agency during 


agent is J. Lee Pillmore, with head- 
quarters at Monroe, Wis. He has 
Green and Lafayette counties. Mr. Pill- 


more is a new man in the insurance 
business. 





E. G. Holz 


August to start Mr. Bennett off in the 
insurance business. 


G. K. Reynolds 
The Northwestern Mutual 





Life an- 


|}nounces that G. K. Reynolds has suc- 


ceeded to the general agency of G. N. 


E. G. Holz has resigned as agency su- | and G. K. Reynolds at Lancaster, Pa. 
pervisor of the Security Life of Chicago | Mr. Reynolds is the son of G. N. Rey- 


in Indiana and Illinois to become ageny 
supervisor of the National Life, U. S 
A. in Indiana. Mr. Holz will make 
headquarters in Chicago. Prior to his 
connection with the Security Life Mr. 
Holz was for a number of years with 
the Farmers National of Chicago. He 
has a wide acquaintance among agents 
in Indiana. 





Warren H. Day 


Warren H. Day, eldest son of J. W. 
Day, agency director for the New York 
Life in Oregon, and a recent graduate 
of the Willamette University, has 
elected to make life insurance his life 
work, and becomes assistant to his 
father in the Portland office. For some 
time past and while finishing his course 
at the university he has made an excel- 
lent record in the sale of life insurance 





S. M. Bennett 


Hillis C. Rhyan, manager of the 
Guardian Life at Milwaukee, has an- 
nounced that Sollenden M. Bennett has 
been appointed a supervisor at the Mil- 
waukee agency. Mr. Bennett has been 
in business in Milwaukee prior to his 
association with Guardian Life and has 
a wide acquaintance in Milwaukee and 
throughout Wisconsin. A big campaign 


| 





nolds, who recently died, and had been 
associated with his father in the busi- 
ness for some time. 


Bedford-Elliott Company 


The Bedford-Elliott Company, re- 
cently organized at Indianapolis by 
George W. Elliott and Harvey W. Bed- 
ford, to write general insurance lines, 
has been given a general agency for the 
Columbia Life of Cincinnati. 


Life Agency Notes 


Luther V. Uncapher has been appointed 
district agent of the International Life 
at Marion, O. He has had considerable 
life insurance experience. 

James J. Crowley, for many years in 
the life insurance business at Sioux City, 
Ia., has become associated with W. M. 
Grandy, representing the National Life 
of Vermont. 

Hord W. Mann of Paris, Ky., former as- 
sistant cashier of the First National 
Bank of that city, has severed his con- 
nection with the bank to become office 
manager for Roy F. Clendenin, state 
agent for the Northwestern Mutual Life, 
who has his offices in Louisville, Ky. 

W. S. Hidden has joined the staff of 
Binder & Stahl, Portland general agents 
for the Equitable of Iowa. For the past 
few years Mr. Hidden has been in the 
lumber business, but recently decided to 
return to the life insurance business, in 
which he made considerable success some 
ten years ago. 

















EASTERN STATES ACTIVITIES 














GEORGE WASHINGTON PLANS 





Company Will Now Addtess Itself to 
Improvement in Volume of Pro- 
duction of Business 





Vice-President Ernest C. Milair of the 
George Washington Life states that the 
company has during the last two years 
been conducting a review of its agency 
policy, lapse and termination rates and 
has been directing most of its energy to 
a campaign of education and enlighten- 
ment among its agents, so that they can 
better understand home office problems. 
The feeling has been that by proper co- 
operation with the management, agency 
costs could be reduced. In addition the 
lapse rate could be decreased and the 
quality of policyholders could be im- 
proved. Much has been accomplished 
along this line according to Mr. Milair. 
The company is now addressing itself 
to improvement in volume of production. 
It is expected that it will close the year 
with $26,000,000 insurance in force. 





New York Agencies Merged 


_Joseph J. Keon and Julian Oliva of 
New York City have merged their agen- 
cies under the firm name of Keon-Oliva, 
agents for the Equitable Life of Iowa. 
The new offices will be opened on the 
22nd floor of the Woolworth building. 
Mr. Keon has for several years been 
one of the leading producers in New 
York, for some time a member of the 
Perez Huff general agency of the Trav- 
elers. He is a graduate of the New 
York University life insurance course 
and has an active interest in college 
insurance work. At present he is presi- 
dent of the University Life Underwrit- 
ers Association. Mr. Oliva is one of 
the newer men in life insurance and has 
been with the Travelers for about a 
year, developing as a miljjonaire pro- 
ducer in that year, however. The Keon- 
iva agency is a branch of the Hoey- 
Ellison & Wentz general agency for the 
Equitable of Iowa. 2 





CONNECTICUT REPORT IS OUT 





Some of the Features of the 1925 Oper- 
ations Are Pointed Out by Insur- 
ance Commissioner 


The business written in Connecticut 
during 1925 included 14,620 policies by 
Connecticut companies, amounting to 
$50,577,097; 46,936 policies by companies 
of other states, amounting to $117,- 
555,005, and 259,849 industrial policies 
amounting to $70,751,184, according to 
Commissioner H. P. Dunham’s report. 
The total number of policies issued was 
321,405 and the amount °$238,883,286. 
The Connecticut companies issued 23.75 
percent of the total number of policies 
and 30.08 percent of the total amount 
of ordinary insurance issued in the state 
in 1925. 

A tabulation of management expenses 
per $1,000 of insurance shows that the 
expenses in 1925 were the lowest of any 
of the last four years. The rate of first 
year commissions increased slightly, 
while the rate of renewal commissions 
was somewhat less than last year. 

Mortality experience and interest rates 
continued to be favorable and the life 
companies increased their surpluses by 
over $40,000,000, after declaring divi- 
dends to policyholders and stockholders 
of more than $334,000,000. 





Complete Federation Reorganization 


The Insurance Federation of Pennsyl- 
vania has just completed the reorgani- 
zation of its official personnel under a 
new corporate charter. It has been de- 
cided last year to incorporate and a few 
months ago the state granted the or- 
ganization a new form of charter. 

Under the new incorporation there 
are 48 directors representing every 
county and city in Pennsylvania. These 
directors include such prominent insur- 
ance men as Thomas B. Donaldson, 
former insurance commissioner; Wil- 
liam Embery, Walter J. Chase, S. H. 
Pool, Frank D. Buser, John W. Dona- 
hue, Henry Reeves, Harold K. Reming- 
ton, John D. Pharaoh and H. G. Salter, 
all of Philadelphia; W. M. Furey, Wal- 
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THE SOUTHERN STATES LIFE 


INSURANCE COMPANY 
ATLANTA, GEORGIA 








HE Southern States Life, organ- 
ized in 1906, has an enviable 
record—20 years of honorable and 
successful relations with agent 
and policyholder. 


During this time the company has 
been cultivating and serving well 
its field—Dixie. 


Today there is opportunity in 
Dixie—the South is awaking in- 
dustrially. To men who are un- 
attached and to new men the ‘ 
Southern States has an attractive” “"}” 
proposition. 




















Wilmer L. Moore, 
PRESIDENT 

















COMPLETE COVERAGE 
FROM A SINGLE SOURC 





Life Health Accident 
Life Policies—Disability Policies—Accident 
Policies 
Sub-Standard Standard Super-Standard 
One Correspondent One Contract 
7H & A and Auto Injury Forms Group Protection 


WE WANT REPRESENTATIVES in Ohio, Indiana, Kentucky, Michi- 
gan, Pennsylvania, West Virginia, Texas, Oklahoma, California. 


TELL IT ALL in your first letter—your confidence will be duly respected 
pending your decision to accept or reject. 


THE OHIO STATE LIFE INSURANCE COMPANY 


COLUMBUS, OHIO 























If If 

Territory does make a difference You are a producer 
If If 

Close co-operation is necessary You believe in yourself 
If If 


A friendly interest is needed You want a REAL job 
Write or wire 


S. M, CROSS, President 


OLUMBIA LIFE 


INSURANCE COMPANY 
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GREAT REPUBLIC LIFE 


INSURANCE COMPANY 


of CALIFORNIA 


Has openings for General Agents, District Managers and 
Local Agents in Missouri, Kansas and Oklahoma. Lib- 
eral First Year and Renewal Commissions, Up to Date 
Policy ferms and Services of Agency Supervisor in de- 
velopment of territory. 


For Full information address 


W. H. SAVAGE, Vice-President 
Great Republic Life Bldg., 756 S. Spring St. 
Los Angeles, California 
Or A. L. HART, Agency Supervisor 
3639 Paseo, Kansas City, Missouri 














DISTINCTIVE PROGRESS 


“In great things, steady, consistent growth to meet the needs of the times, never siew, 
never hasty—always forward to accomplishment.” 
The Mutual Life Insurance Company of New York 
America’s Oldest Legal Reserve Life Insurance Company 
The record and progress of The Mutual Life have been distinctive, and the notable 





changes and dev ents now mar its history in meeting the uirements of in- 
= 5 — a quickening are evolved from alm a century of experience 
success. 


ae, contracts completely amy in 1925. New contracts attractive in appearance, 
phrased Sts ‘id provisions oatied read,” easy to understand and to construe. They 
A yy 1 experience and all the new warranted _—_ 
ed Disability and Double Indemnity te— 


~ Hy etencs Plan of neaanse now written by ry Company. 

Children’s Insurance now wri! on b conmmctive ines 10 to 
An increased Dividend scale in 1926—the a? 
A -E of policy loans granted locally a lA, & 
y writes all hn mm forms of tt . ae terms —y men and women. 
Age limita, 10 t to 70, inclusive. 

A Company conservative for entire safety, but forward-looking and forward-moving im 
accord with the new spirit and new demand of the times. 


Those who contemplate taking up field work are invited to apply to 


THE MUTUAL LIFE INSURANCE COMPANY OF NEW YORK 


34 Nassau —— - - New York City, New York 



































oe 


ter L. Anthony, Wallace M. Reid, Col. 
Harry C. Fry, H. E. McKelvey, H. S 
Riviere, J. C. Murray, Frank S. Kauff- 
man and L. M. Stephens, of Pittsburgh. 

The other directors represent every 
section of the state. 





Lilly Sets Fast Pace 
George C. Lilly, general agent at Bal- | 


timore for the Continental Life of 5 
Louis, set a fast pace for the agency 
organization the first three weeks of 
July. In that period he produced 
$514,550 in written business. His third 
week’s writings included 12 applic ations 
for a total of $127,500. Mr. Lilly 4. 
already a potential candidate for P 
presidency of the 1927 Clic Club 
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NEW COMPANIES READY SOON 





Two Just Organized in Topeka Expect 
to Start Writing Business at a 
Very Early Date 


TOPEKA, KAN., Aug. 5.—The two 
new life companies just organized in To- 
peka are getting ready to transact busi- 
ness. The Legal Reserve Life com- 
pleted its final organization last week 
with the election of William Dorff as 
president and Fred Coe as vice-presi- 
dent. This company has $100,000 capi- 
tal and will have a surplus of $50,000 
when it applies for license. The stock is 
now being placed and when the organi- 
zation is completed it will have this 
amount of capital and surplus in actual 
cash and securities. The stock is not 
to be sold with policies, this being a 
strictly old line, stock company. 

The Guarantee Reserve Life, which 
Charles Dingman is promoting, has ob- 
tained authority to sell 7,500 shares of 
its stock from the state blue sky board 
in connection with its policies. Each of 
the promoters has subscribed to $12,500 
of stock and the shares to be sold with 
policies are to be sold on a basis of two 
and one-half times the par value. This 
will give the company $100,000 capital 
and surplus of $65,000 after the promo- 
tion expenses and commissions have 
been paid. 

The two companies received charters 
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53.3% 





The 
Policyholders’ 
Company 


MILWAUKEE, WISCONSIN 


W. D. Van Dyke, President 


of the new business issued by The Northwestern 
Mutual Life Insurance Company of Milwaukee, 
Wisconsin, in 1925 was upon applications of 
members previously insured in the Company. 





THE NORTHWESTERN MUTUAL LIFE INSURANCE COMPANY 





Once a Policy- 
holder—Always 
a Prospect. 
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the same day and both are hustling 
along to get their agency organizations 
completed at as early a date as possible. 
They are also seeking to get all the 
stock placed and the cash ard securities 
collected, so that they may apply for 
licenses. The capital and surplus must 
be entirely paid in before the Kansas 
department can issue the certificates. 


COOPERATION IS VALUABLE 


Head of Kansas City Life Underwriters 
Association Praises Work Done 
by Trust Companies 


KANSAS CITY, MO., Aug. 5—The 
cooperation of the trust companies in 
this city with the local life underwriters 
in the matter of life insurance trusts is 
considered a very valuable thing for 
both, and has proved very satisfactory 
in operation, according to Reed G. Hake, 
president of the Kansas City Life Un- 
derwriters Association. 

“Our interests are identical—to con- 
serve the money which the insurance 
company pays out—and while mistakes 
of minor importance are bound to occur 
in any new venture, these are mistakes 
of the head and not of the heart, I am 
convinced,” said Mr. Hake. “A trust 
company is much more flexible than an 
insurance company, especially when you 
take into account the fact that some 
companies have no provision for optional 
settlements in their contracts, and the 
services of trust companies in certain 
cases are invaluable to our clients. The 
practice of the Kansas City trust com- 
panies, in these matters, follows closely 
the plan used by many prominent east- 
ern companies, and works to the interest 
of the life insurance agent. As for life 
insurance, the trust company policy is to 
be entirely neutral, leaving all advice as 
to the type of policies carried, and the 
company, to the insurance advisor. The 
trust companies will explain to our 
clients about the operation of trust 
funds, and advise them to increase their 
insurance if they believe that that is to 
the interest of the insured, and they will 
advise without soliciting.” 

The advertising which the Kansas City 
trust companies have done and the edu- 
cational literature and propaganda which 
they have circulated in the interest of 
life, insurance trusts have been very 


valuable to the insurance profession here, 


Mr. Hake believes. The campaign of 
the Commerce Trust Company, which 
was introduced at a luncheon of the 
Life Underwriters Association here last 
winter, has received the whole-hearted 
cooperation of the life underwriters in 
Kansas City. Although returns on any 
such program are necessarily slow, the 
tendency of continued advertising and 
discussion on the subject is to educate 
the public to the value and_ importance 
of life insurance trusts in the handling 
of their estates after death. 





Kansas Code Nearly Completed 


The Kansas insurance code commis- 
sion is in session this week and expects 
to complete the tentative draft of the 
new code before it adjourns. The com- 
mission has completed its proposals on 
the life insurance sections, the mutuals, 
fraternals, the general provisions and a 
part of the fire insurance sections. It 
has to complete the casualty and surety, 
fire and miscéllaneous sections. 

As soon as the commission completes 
the tentative draft copies will be sent 
to the representatives of the different 





groups of companies who appeared be- 
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fore the commission. Before adjourn- | 
ment this week the commission will fix 
the dates for hearings. The commission 
expects to have the hearings completed 
in September and also to begin work on 
the final draft before the end of that | 
month and complete the final draft in 
October and send it to the printer. The 
draft will then be sent to every member 
of the legislature as soon as the names | 
can be secured. 


| 





Burden in Suicide Case on Claimant | 


The Nebraska supreme court has re- | 
lieved the Missouri State Life - from 
liability on a $4,000 policy issued to 
Nicholas DeGivanni, a Fremont cob- 
bler, who was found dead in his shop 
from a revolver wound. His widow 
contended there was no reason why he 
should have killed himself, and that the 
presumption against suicide entitled her 
to recovery. The court says that while 
such a presumption does obtain because 
of the fact that men love life and fear 
death and avoid obvious danger, it yields 
readily and disappears in the face of a 
known cause of death and physical facts 
which raise the suspicion of suicide. 

The court holds that it was incumb- 
ent on the plaintiff to assume the bur- 
den of proving that death resulted from 
accident and not suicide, under such a 
set of facts, and not even a theory of 
accidental death had been evolved. The 
rsual rule is that where the cause of 
death is unknown the presumption is 
that of accident and not suicide, but 
this controls only in the absence of evi- 
dence tending to prove the actual facts. 





Stage Chicago-Milwaukee Contest 


A contest is being waged between the 
Milwaukee agency of the Mutual Life of 
New York under Gifford T. Vermillion 
and the Chicago agency managed by 
Robert E. Spalding. The Vermillion 
agency passed the Spalding agency July 
31 and is now leading it by $577,600. 


ing agency has been leading the Mil- 
waukee agency every month until now, 
when Mr. Vermillion’s men turned in 
$1,245,000 worth of paid-for business in 
July. The Spalding agency at one time 
had a lead of $429,000, which was re- 
duced to $170,000, then to $116,000, and 
now finally passed. 


Des Moines Actuaries Club 
The Des Moines Actuaries’ Club will 
hold its monthly meeting next week, 
for which a special program has been 
arranged. R. C. McCankie, associate 
actuary of the Equitable Life of Iowa, 
is president of the club. 





Iowa Agency Honored 
President H. M. 


Sioux City, Ia., in honor of the busi- 
ness secured by the agency during the 
drive from June 15 to July 16 in honor 
of President Woollen. Roy W. Web- 
ster is district manager of the agency, 
which comprises eight counties in north- 
western Iowa. 

A feature of the drive was the award- 
ing of gold and silver wall trophies to 
large personal producers. The gold tro- 
phy was won by V. D. Button of Hos- 
pers, la., a banker agent. 
George P. Reeves of Sheldon, Ia., won 
a silver trophy. 





Insurance Protects Stadium Drive 


With the idea of protecting the Uni- 
versity of North Dakota’s $500,000 drive 
for a stadium, gymnasium and athletic 
field, the campaign’s advisory board re- 
cently insured its director, Paul Sam- 
uelson, for $100,000. Mr. Samuelson has 
work under way which could not be re- 
placed by a new director, for more than 
the sum of the policy, according to the 
stadium board. In case of Mr. Samuel- 
son’s death, the campaign fund will be 





The contest is for the greatest amount 
of paid-for business in 1926. The Spald- 


the insurance beneficiary. 
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CASH VALUE HAD BEEN USED 





Failure of Trustee to Comply With 
Terms of Policy on Bankrupt’s 
Life Precluded Recovery 





In Reid vs. New York Life, supreme 
court of Arkansas, 281 S. W. 675, the 
plaintiff, as trustee in bankruptcy, 
sought to recover the cash surrender 
value of a policy issued upon the bank- 
rupt’s life. The company resisted pay- 
ment on the ground that the trustee in 
bankruptcy had not complied with the 
terms of the policy in respect to its 
surrender as required where a recovery 
ot the cash surrender value was de- 
sired. On trial of the case a judgment 
was rendered in favor of the company. 
On appeal, the higher court in affirming 


make available the cash surrender value 
thereof at the time same had a cash 
surrender value, and having delayed to 
comply with the terms of the policy 
until the cash surrender value was ab- 
sorbed and passed into other values and 


| tights of the parties to the contract of 


insurance, there is no liability against 
the appellee for such cash surrender 
value, because at the institution of the 
action there was none. The trial court 


Woollen of the | 
American Central Life presented a sil- | 
ver pitcher to the Big Sioux Agency of | 


Special Agent | 














Greatest Opportunity 


is in the South, according to students of Amer- 
ican Economic Life. 


We have attractive openings in our general 
agencies in the following states: 


North Carolina 
Florida 
Alabama 
Texas 
Virginia 

Mississippi 

South Carolina 

Georgia 
Tennessee 
Maryland 

District of Columbia 

West Virginia 

Kentucky 


Atlantic Life 


Insurance Company 
RICHMOND, VIRGINIA 





‘Honestly It’s the Best Policy’’ 


























the judgment said: 
What the Court Held 


“Under the express provisions of the | 


policy, before the cash surrender value 
thereof could be realized or paid to the 
bankrupt or to the trustee in bank- 
ruptcy, the policy had to be surrendered 
to the company within three months 
atter the default in the payment of the 
premiums. This was not done by the 
bankrupt himself nor by the trustee in 
bankruptcy. Upon a failure to surren- 
der the policy at the expiration of three 
months after default in payment of pre- 
miums, the cash surrender value at that 
date automatically was converted into 
continued insurance as therein specified, 
and the surrender value was thus ab- 
sorbed, and under the terms of the pol- 
icy thereafter there was no surrender 
value. 

_ “It follows that the appellant, having 
failed to comply with the provisions of 
the contract of insurance in order to 





Stephen M. Babbit 
President 


HUTCHINSON, KANSAS 

















GET WITH A 


LIVE COMPANY 


That’s progressive, full of and does things 
Go ths haptitn anal Cdlieatiaallits ies the event 


BANKERS LIFE COMPANY OF IOWA 


The most popular company in the field today—with the fastest 
selling policies ever offered—and backed by an Agency force 
that’s breaking all records. 


FOR FULL TIME MEN WE OFFER— 


1—Free Schooling starting soon. 

2—Free Circularizing. 

3—High grade premium notes handled. 

4—Advances against commissions on high grade premium notes. 

5—A Line of Special Estate and Income Contract Unsurpassed. 

6—Rate Book illustrations that help you sell and sell big. 

7—Preferred disability for professional men and executives that is 
written by no other Company. 

8—Regular Disability and Double Indemnity. 

9—Preferred Risk Rating and Class A, B and C Ratings. 

10—Covering the entire field as no other Company covers it. 

11—Monthly Saving plan for employees in groups of five or more. 

12—Other helps such as no other Agency offers you and backed by a 
live General Agency Staff. 

13—If you want to sell the best and most popular Estate Contracts in 
the Field—Join the Chicago “I WILL” Agency. 


Brokerage Business Handled 


De FOREST BOWMAN 
AGENCY MANAGER 


BANKERS LIFE COMPANY OF IOWA 


80 E. Jackson Blvd., Suite 637-649 CHICAGO 
Phone Harrison 8054 
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A Hearty Welcome! 


The great City of Philadelphia is host to the Nation 
ss these months of celebration of the one hundred and 
fiftieth anniversary of the signing of the Declaration of 
Independence, and it is commemorating that momentous 
event by a Sesqui-Centennial Exposition of notable charac- 
ter, which is the historical successor of the Centennial 
Exposition of 1876, 


The Home Office of the Penn Mutual is on famous 





Independence Square in Philadelphia, facing Independence 
Hall, where the Declaration was signed and where hung, 
and now teposes, the sacred Liberty Bell. We have a 
hearty welcome for life underwriters who are visitors to 
Philadelphia during these festival months. 


The Penn Mutual Life Insurance Company 
Philadelphia, Pa. 


Organised 1847 

















judgment is therefore affirmed.” 


Finds Crop Prospects Good 


ruled correctly in so holding, and its 


an inspection trip which took him 
through the states of Arkansas, Okla. 
homa and Texas. He reports smal 
grain crop good and prospects for cot. 





H. W. Kingery, * president of the | ton in these three states the best ip 
American Old Line, has just completed! years. 
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“CLICO CLUB” IS LAUNCHED 





Capitol Life of Denver Holds Annual 
Agency Convention at Home 
Office in That City 





A banquet attended by more than 200 
persons included the crack salésmen, 
members of the home office force, offi- 
cials and others of the Capitol Life, 
was one of the high lights of the annual 
convention of the company’s $100,000 
Club held in Denver the past week. 
Delegates to the convention represent 
16 states and were headed by R. J. 
Koehler of Sterling, Colo., who has 
established a record for the company 


tion were: Mayor Stapleton of Denver, 
Clarence F. Daly, president of the com. 
pany; Mrs. Daly, William E. Hutton, 
vice-president; George H. Beaudry, sec- 


retary and actuary; Dr. John wW. 
Amesse, medical director; John G. 
Bauer, assistant secretary; Harry S. 


Hilliard, John A. Carter and Bert M. 
Casley, superintendent of agencies. 
The newly formed $100,000 club is to 
be known as the Clico Club and 35 
salesmen have been taken into it as 
charter members. H. S. Price of Mont- 
rose, Colo., was named president of the 
new organization and W. D. Chiles of 
Albuquerque, N. M., was chosen vice- 
president. Other officers selected were 
A. B. Copeland, Denver, secretary-treas- 





“Tasy > read, 7 to digest, easy to remember, easy to put at work making dollars for me’’—thus writes a 
buyer of “Easy ssons in Life Insurance,” a text and review book with quiz supplement. J Th . 
om g Among those making addresses dur- 
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Chicago. 


this year. 











—' | ing the business sessions of the conven- 


| urer: W. T. Callahan, St. Louis, and 
A. B. Friedman, Rapid City, S. D.,, 
directors. They are to hold office for 
one year. 

No policy or rate changes were an- 








Our Agents Have 


A Wider Field— 


General Age Limits 0 to 60. 
Non-Medical Age Limits 0 to 45. 


Policies for substantial amounts (up to 


Semi-annual or Quarterly Premium plan. 


Medical. 


for as much as $3,000. 


S. D., W. Va. 


The Company has its Home Office in its own building 
through to Quincy and Wells Streets, right in the heart 








An Increased Opportunity 
- Because We Have 


$5,000) for Children on 


variety of Life and Endowment plans, thus enabling parents to 
buy all of the Family’s insurance on the Ordinary, i. e., Annual, 


Participating and Non-Participating Policies, Medical and Non- 


Same Rates for Males and Females, Medical and Non-Medical. 


Double Indemnity and Total and Permanent Disability features 
for Males and Females alike, Medical and Non-Medical. 


Standard and Substandard Risk Contracts. 
Our Class C Senior Agents may write Non-Medical Applications 


We have openings in Ala., Ariz., Ark., Dela., D. C., Fla., Ga., Iil., 
Ta., Kans., Md., Mich., Minn., Miss., N. M., N. C., Okla., 


THE OLD COLONY LIFE INSURANCE COMPANY 
of CHICAGO, ILL. 


B. R. NUESKE, President 


at 166 W. Jackson Blvd., running 
of Chicago’s Financial district. 


nounced by directors of the company, 
although discussions of these two points 
were held. The company will not write 
non-medical policies, it was decided after 
a discussion of this type of business. 

Bert M. Casley, superintendent of 
agencies, was presented with a watch 
and chain in recognition of his work 
for the company. He was in charge of 
convention details. Besides the business 
meetings an elaborate entertainment pro- 
gram was provided. 








NORTHERN LIFE CONVENTION 





Annual Meeting of Seattle Company’s 
‘$100,000 Club Was Held at Crater 
Lake National Park 





SEATTLE, WASH., Aug. 4.—The 
Northern Life’s $100,000 Club last week 
held its annual convention at one of na- 
ture’s popular playgrounds, Crater Lake 
National Park, in celebration of another 
record year of production. 

The two-day session was divided be- 
tween business sessions and social and 
recreational events. H. L. Quigley of 
Seattle, retiring president, opened the 
convention, following which the dele- 
gates were welcomed by President D. 
B. Morgan. W. E. Barr, manager at 
Los Angeles, responded to the address 
of welcome. 

Other addresses on the program 
were: “Insurability,” J. H. Sargent, 
secretary; “The One Indispensable Fac- 
tor in a Sale,” W. E. Felthouse, general 
agent, Oakland; “Selection,” D. M. 
Morgan, vice-president; “Selling Our 
‘3-in-1’ Through the Mind’s Eye,” Peter 
Schmidt, manager, Denver; “Delays, 
Their Cause and Remedy,” Chas. B. 
Whetstone, registrar policy department; 
“The Merit System,” H. L. Crow, Ever- 
ett-Bellingham; “Insurance in Indus- 
try,"O. A. Ehrenclou, actuary; “Why 
Northern Life?” W. D. Price, manager 
Boise, Idaho; “Payroll Insurance,” E. 5. 
Campau, agency supervisor; “Personal 
Advertising,” H. Quigley, Seattle; 
“What Can I Do for You?” Geo. M. 
Jacobs, superintendent agency service 
department; “Graphic Chart Method ot! 
Selling Insurance,” E. C. Peterson, Ya- 
kima; “Our ‘3-in-1’,” O. E. Evans, gen- 
eral agent Sacramento; “Partnership In- 
surance,” L. E. Merman, manager 
Fresno; “Continuing the Pay Check, 
Sam C. Fletcher, manager San Fran- 
cisco; “The Approach,” H. R. Spears, 
Seattle; “The Value of My Old Policy- 
holders,” C. L. Streinkraus, Seattle. 


Faculty Takes Group Policy 











A group insurance policy on the lives 




















and health of the University of Wash- 
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ington faculty and administrative staff 
has been written by the John Hancock 
Mutual Life. The amount written was 


$750,000. 





New World Honors Cadigan 


John J. Cadigan, president of the 


New World Life, Spokane, Wash., was 
honored by the field force of the com- 
pany during July in a special drive for 
business. The month was selected be- 
cause of Mr. Cadigan’s 60th birthday, 
which was on July 9. An exceptionally 
large volume of business was secured. 
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MELLETT CLAIM IS SETTLED | MOVES TO FAR NORTH STREET 





Employers Liability Paid $30,000 to the 
Widow of the Murdered Editor 
of Canton 





The Employers Liability through the 
general agency of Thomas Hanlon of 
Cincinnati ha& paid $30,000 to Mrs. 
Florence Evans Mellett, widow of Don- 
ald R. Mellett, the murdered publisher 
of Canton, Ohio. The amount was paid 
under an accident policy issued by the 
Employers Liability, Jan. 8, 1926, for 
premium of $100. Mr. Hanlon had an 
adjuster in Indianapolis to obtain signa- 
tures on the claim papers last Thursday 
afternoon directly after the funeral of 
Mr. Mellett. On the following Monday 
]. E. Harkness, adjuster for the Hanlon 


Agency, delivered the check to Mrs. 
Mellett in Canton. 
Mrs. Mellett was unaware that her 


husband was carrying this accident in- 
surance, so that the payment of $30,000 
came as an entire surprise to her. The 
check from the Employers Liability 
was the first insurance payment to be 
made to her. Mr. Mellett also had some 
life insurance policies. 

The payment of $30,000 to the widow 
of Editor Don R. Mellett created some 
comment in accident insurance circles, 
because most policies exempt payment 
unless the assured was killed in the 
midst of robbery or burglary. The gen- 
eral tendency in the past has been to 
support this provision and companies 
would deny liability where a man was 
murdered on account of malice, feud, 
revenge or something of that kind. The 
Employers Liability therefore took a 
very liberal viewpoint of the Mellett 
claim. There have been court decisions 
establishing claims which were known 
as borderline cases. That is, it was dif- 
ficult to prove that robbery was not the 
cause of the murder. 





Travelers Equitable Changes 


The Travelers Equitable announces 
withdrawal of its Peerless Accident Pol- 
icy and its Income Policies Nos, 1 and 2. 
Recently the Travelers Equitable issued 
two new policies which were described 
in a recent issue. 





Change in Nebraska Manager 
A. F. Paul, manager for Nebraska of 
the Washington Fidelity National of Chi- 


He has been 
Wingate of Chicago. 


at Omaha. 


J. R. 


Washington Fidelity National Has 
Taken Possession of Its New Home 
Office Headquarters 





The Washington-Fidelity-National of 
Chicago moved Saturday from the Na- 
tional Life building in the “loop” to 
1607 Howard street, which is the divid- 
ing thoroughfare between Chicago and 
Evanston. This makes the Washington- 
Fidelity-National home office farther out 
than any other insurance company in 
the city. It is across the alley from the 
Howard theater and is in a district that 
is rapidly building up with various busi- 
ness enterprises. The company will oc- 
cupy the third and fourth floors of the 
new building that has just been com- 
pleted. The Washington-Fidelity-Na- 


| tional found that 70 percent of its em- 





» has resigned to enter other work | 
succeeded by | 


ployes live on the north side. All new 
employes are coming from that section. 
[he company saves a large amount in 


the way of rent. There are nearby tele- 
graph and _ banking facilities. The 
Northwestern Elevated is nearby, the 


Evanston city railway, Clark street sur- 
face car and Howard street bus running 
to the business center. 

During the first six months of the 
year the company showed an increase 
of $400,000 in premiums over the com- 
bined premium income of the three 
companies, the United States National 
Life & Casualty, the Washington Life 


LIFE INSURANCE EDITION 21 


Empire Mutual 


Life Insurance Company 
of the United States 


Home Office 
KANSAS CITY, MISSOURI 


EXECUTIVE OFFICES 
1700 I Street, N. W., Washington, D. C. 
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ALAMO LIFE INSURANCE COMPANY 


Graham Dowdell, Pres. 











A progressive up-to-date company with a program of 
expansion and growth. 
All Texas is our field. 











“The Fast Growing Company of the Southwest” 
San Antonio, Texas 
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ROCKFORD LIFE INSURANCE COMPANY 





NSA §S 


NOW OPEN 


Write to 


Francis L. Brown, Secretary 
ROCKFORD, ILLINOIS 
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POINTS 


Our salesmen have the following equipment 


1—Non-Medical 
2—Salary Savings 
3—Monthly Premium 
4—Juvenile Policies 
5—Payor Insurance 


H. B. Hill, President 
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Plus Unexcelled Home Office Co-operation 
Excellent General Agency Territory in Illinois, Indiana, lowa, Missouri, Michigan 


MUTUAL LIFE OF ILLINOIS 


(An Old Line Legal Reserve Company) 


10—Health and Accident 
11—Direct Mail Advertising 
12—Sales Promotion Dept. 
13—Educational Course. 
14—Sales Books 


6—Female Insurance 
Without Restrictions 
7—Annual Dividend 
8—Non-Participating 
9—Sub-Standard 


Home Office: Springfield, Ill. 
F. M. Feffer, Vice-President-Agency Director 
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& Accident and the Fidelity Life & | leges for the Buffalo branch office and 
Accident, which were merged earlier in | the Niagara Falls office. 
the year. Another Aetna Life change comes in 
a Newark, where the Newark branch of- 
AETNA’S ACCIDENT CHANGES fice, representing the casualty depart- 
_—_— ments, and Thomas M. Searles, newly 
New General Agency Appointments for | appointed general agent, will share 
That Department Are An- equally in the development of the acci- 
d dent, health and group disability lines, 
Sous succeeding John J. Schwaninger, previ- 
ae sai ous general agent. It will take in the 

General Agent H. W. Smith of the ! entire state of New Jersey. 
Aetna Life at Buffalo, N. Y., is succeed- General Agent Almon C. Miller at 
ing Smith & Searles in representing the | Des Moines is succeeding McClung & 
accident, health and group disability | Deaton, general agents, in representing 
business in that section, with equal privi- | the accident department, having equal 








Measure Your 
Prospect List 
By the Classes 
Of Insurance 
Written- - - - 


This Company offers additional prospects by issuing policies on men, 
women and children. With the exception of the disability clause, 
women are written on the same basis as men and our “CHILD’S 
20 PAY LIFE” is a great favorite. 





Maybe you have overlooked this most profitable class of prospects. 
THINK IT OVER. WOMEN AND CHILDREN ADDED TO YOUR 
LINE WILL TRIPLE YOUR PROSPECT LIST. 
Liberal Agency Contracts 
Good Territory in 
ILLINOIS, OHIO and TEXAS 


KASKASKIA LIFE INSURANCE CO. 


HOME OFFICE 
SHELBYVILLE, ILLINOIS 











Dynamic Detroit Life 
A Record in Michigan 


Detroit Life Insurance Company underwriters honored their president, 
Mr. M. E. O’Brien, with a record production of $4,135,895 new business in 
the month of June, 1926. This is the largest amount of life insurance ever 
written in Michigan by any life company in a single month. 


The life insurance message of security and happiness was carried by 
these Detroit Life Representatives into the homes of 1,500 people in this 
single month. This brings the total writings of the Detroit Life Insurance 
Company up to $14,580,744 for the first six months of 1926, compared with 
$11,762,000 for the same period last year. 

It is interesting and significant that the citizens of Michigan should 
express their confidence in the institution of life insurance to such an ex- 


tent, that the total life insurance written by the Detroit Life within thirty 
days should establish this new record in Life Insurance History in Michigan. 


DETROIT LIFE INSURANCE CO. 
“The Company of Service” 
HOME OFFICE BUILDING 2210 PARK AVE. 


Life insurance opportunities available. 
Good Contracts—Write Homer Guck, Assistant to the President. 
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privileges with the Des Moines branch 
office. 

General Agent George W. McClung 
at Portland, Me., succeeds Leroy B. 
Jordan of that city in the development 
of the accident, health and group dis- 
ability business throughout Maine, shar- 
ing equal privileges with Boothby & 
Bartlett, casualty general agents at Port- 
land; H. L. Smith, general agent, and 
L. W. Somers, district agent. 

The Aetna companies are developing 
their accident, health and group disabil- 
ity lines on a dual basis. Vice President 
K. A. Luther is in charge of the acci- 
dent department of the Aetna Life, 
which receives this business exclusively 
from life insurance general agents. W. 
L. Mooney, vice-president, is in charge 
of the sales development work of the 
accident department of the accident and 
liability department and the Aetna Cas- 
ualty & Surety. The accident and health 
business received by these departments 
is developed exclusively from casualty 
general agents, giving the organization 
two distinct sources of solicitation. 


NOW COMPILING STATISTICS 


Companies Writing Newspaper Accident 
Policies Are Gathering Figures on 
Cost and Experience 


Some of the companies writing news- 
paper accident policies are compiling 
their statistics to ascertain the cost 
price or pure premium on policies of 
various degrees of liberality. Owing to 
the increase in automobile accidents the 
claim ratio is mounting to some extent. 
Many companies are issuing hundreds 
of newspaper accident policies. It has 
been found an excellent way to stimu- 
late circulation. The companies writing 
the most of the business are the Fed- 
eral Life of Chicago, North American 
Accident of Chicago, National Casualty 
of Detroit, Inter-Ocean Casualty of Cin- 
cinnati, Continental Life of St. Louis 
and Great American Accident of Chi- 
cago. The companies have been able to 
use their newspaper policyholders as 
prospects for broader coverage. 


Rounding Out Conference Program 


Harold R. Gordon, executive secre- 
tary of the Health & Accident Under- 


— 


writers Conference, is rapidly rounding 
out the program for the annual meet. 
ing of the Conference, which is to pe 
held at the Hotel Thorwald, Gloucester 
Mass., Sept. 9-11. One of the notable 
speakers announced is T. Falvey 
president of the Massachusetts Bonding’ 
who has not appeared before a meet- 
ing of the Conference for many years. 
Ted M. Simmons of the Pan-American 
Life, New Orleans, will speak on “The 
Presidents of Tomorrow.” 

The Massachusetts companies are jn 
charge of the arrangements for the ban- 
quet, which will be held Friday evening, 
Sept. 10. They have arranged for the 
highest class of entertainment and this, 
with the special shore dinner that the 
management of the Hotel Thorwald js 
providing, will make it an evening to be 
remembered. The golf tournament js 
in charge of H. G. Royer of the Great 
Northern Life, Chicago,. who is advis- 
ing the Conference golfers to start fig- 
uring up their handicaps. 


New Claim Men Named 


A. H. Kelty, who has been claim rep- 
resentative in charge of the Minneapolis 
district for the Pacific Mutual Life for 
the past year, has been transferred to 
the home office at Los Angeles. Mr. 
Kelty was with the Fidelity & Casualty 
for 14 years, prior to his connection with 
the Pacific Mutual, as metropolitan ad- 
juster in New York. 

Fletcher Phillips, former attorney of 
Kansas City with a long claim experi- 
ence, has been appointed claim represen- 
tative in charge of the Minneapolis dis- 
trict to succeed Mr, Kelty. 

Henry M. Smith, formerly assistant 
claim representatives for the company at 
Atlanta, Ga., has been appointed man- 
ager of the new zone organized at 
Memphis, Tenn. 

Edward Lowe, who has been in charge 
of the Atlanta zone, will continue to 
handle that zone alone. 


Inter-Ocean Appointments 








Charles S. Harroll has been promoted 
by the Inter-Ocean Casualty from gen- 
eral agent at Dayton, O., to field super- 
visor for Ohio and Pennsylvania. Among 
recent agency appointments of Mr. Har- 
roll are A. B. Belloff, New Brighton, Pa.; 
T. M. Shumway, Neweastle, Pa.; Frank 
Robinson, Titusville, Pa., and the fol- 
lowing in Ohio: Raymond Gaughenbaugh 
at Warren, Charles T. Durst at Hamil- 
ton and F. G. Fillbrandt at Middletown. 








‘NEWS ABOUT LIFE POLICIES 











Policy Literature, Rate Books, etc. 


RICE, $3.50 and $2.00 respectively. 





New Policies, Premium Rates, Dividends, Surrender Values, and all Changes in 
Supplementing the “Unique Manual- 
el and “Little Gem,”’ Published Annually in May and April respectively. 

















NEW MONTHLY INCOME POLICY 


George Washington Life Announces 
Contracts That Mature at Some 
of the Older Ages 


The George Washington Life has is- 
sued a new plan of monthly income ma- 
turing at ages 50, 55, 60, 65, 70 and 75. 
The commuted value of a policy matur- 
ing at say age 55 and providing for an 
income of $100 a month is $17,000. The 
annual premium on this policy at age 
30 is $590.40. Waiver of premium and 
monthly income disability benefits are 
granted by the company with this plan. 
This policy provides protection to the 
beneficiary, monthly income for the as- 
sured beginning at such age as he may 
select, continuation of monthly income 
payment to beneficiary after the death 
of the assured, option for receiving a 
paid up policy for the full face of the 
policy and the balance in cash, payment 
of a monthly income for life. The face 
values decreases as the age at which 
the policy is to endow advances. If 
the assured desires the policy to become 
an endowment at age 50 the face value 
is $1,880; at age 55, it is $1,700; at age 
60, $1,520; at age 65, $1,340; at age 70, 

















$1,150; at age 75, $1,000. 


RATE REDUCTION ANNOUNCED 


Missouri State Life Has Published 
Many New Policy Features and 
Liberalization 


The Missouri State Life has just an- 
nounced, effective Aug. 1, several new 
policies and also a decided reduction in 
the rates on old policy forms. 

Four new policies take the place of 
the old endowment at 85, continuous and 
limited premiums. The new forms are 
ordinary life participating after 20 years, 
20-payment life participating after 20 
years, 15-payment life participating after 
20 years and 10-payment life participat- 
ing after 20 years. Heretofore the 10 
and 15-payment forms became partici- 
pating at the end of the premium pay- 
ment period. 

The non-participating rates on prac- 
tically all forms but term have been re- 
duced, the greatest reduction appearing 
at the middle and older ages. 

Except in Michigan the company will 
issue economic protection policies in 
any amount from $1,000 up, the $2,500 
limitation heretofore existing being re- 
moved. In Michigan the minimum 


amount will be $2,500. 
The company’s semi-annual and quar- 
(CONTINUED ON PAGB 24) 
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J. Kieffer, Chicago 


General Agent 


and Former Fire Insurance Executive, 
Has Comprehensive Plan of Approach 


J. KIEFFER, Chicago general 
P be for the American Life of 

® Detroit and a former fire insur- 
ance executive, has developed an elab- 
orate system of estate analysis, by which 
he has developed a large personal busi- 
ness and a large list of prospects for 
some notable. increases in this business 


in the near future. 


Sells Estate Service, 
Not Life Policies 


Mr. Kieffer, in describing his method, 
emphasized at the outset that he does 
not sell life insurance policies. He sells 
estate service and not life insurance 
policies. He approaches a prospect, in 
practically all cases aman w ho has made 
inquiry of him, with an analysis of the 
man’s estate, and an exhibit of any gaps 
that may be exposed on analysis. It the 
prospect does not show the need for life 
insurance to develop an adequate estate, 
Mr. Kieffer does riot attempt to sell him 
any life insurance, nor is there any 
charge for the service rendered under 
any circumstances. He has found, how- 
ever, that practically all estates will not 
bear up under scruting and that some 
life insurance invariably is needed. The 
prospect, when presented with an elab- 
orate analysis of the situation invariably 
takes the initiative in asking for suffi- 
cient insurance to complete the program. 


Makes “Balance Sheet” 
of Prospect’s Worth 


Mr. Kieffer begins by drawing up a 
“balance sheet” of his prospect’s finan- 
cial condition. He lists in detail the 
assets and liabilities of the man and 
shows the net surplus or deficit in his 
estate. Every item that may be classed 
as an asset or liability is included. This 
original draft, however, does not con- 
sider contingent liabilities, such as death 
taxes or the necessary death expenses. 
A second sheet is used to analyze these. 
In the second brief, a detailed analysis is 
given of every class of stock or bond 
held by the prospect, showing the de- 
preciation that will be incurred upon 
death. An estimate of all legal expenses, 
taxes and necessary items of disburse- 
ment incurred upon death is then given. 


Sums Up Details 
of Life Plans 


Mr. Kieffer then takes up the life 
plans of the prospect, which he has se- 
cured during his early interviews, and 


applies the surplus of the man’s estate, 
if any is found, to this program. The 
wife, the children, the parents, or all who 
may be dependent upon the prospect are 
adequately provided for in the program 
thus worked out. All emergencies are 
considered. 

Each case is handled individually, so 
that no general rule can be laid down, 
but certain general practices are usually 
followed. If there are any sons who 
have not yet stepped out into the busi- 
ness world, a suggestion is made that 
the prospect provide for the business 
future of these sons by an adequate 
amount of life insurance to be paid at 
five or ten year intervals, one-fourth at 
each payment. This would allow for any 
business failures or the usual “sowing of 


| wild oats” that may eat up the capital 
that the young man would have. The 
| daughters are usually cared for by in- 
|}come rather than lump sum, as it is 
| Mr. Kieffer’s belief that a woman does 
|not care about the principal sum, but 
| merely a steady income to provide for 
| the needs and desires, and that an in- 
come of $500 a month regularly would 
look to the average woman as good as 
$5,000,000 in principal sum. 

In all of this it is recognized that the 
old system of leaving the entire estate 
to the wife does not adequately provide 
for the situation. Unless the children 
are cared for by separate provisions in 
the original estate distribution, there 
will be a doubling of administrative and 
legal costs. 


Example Is Cited 
of Prospect’s Need 


As one example, Mr. Kieffer referred 
to a recent prospect for whom he dem- 
enstrated the need of $100,000 additional 
life insurance. This man had a plant in 
operation valued at $250,000 and a net 
private estate of $60,000. This prospect 
had carefully drawn up a will and in his 
mind adequately provided for the future 
by leaving to the wife the entire $60,000 
and to the son the $250,000 plant, though 
making no provision for working capital. 
There was also a daughter for whom no 
provision had been made, it being taken 
for granted that she would remain with 
the mother, unless married. The anal- 
ysis of this estate showed the need for 
additional life insurance that would per- 
mit the creation of working capital for 
the son, 





| the analytical 


| life insurance business. 


a life income for the daughter | 


and a life income, as well as a lump 
sum, for the wife. 
Mr. Kieffer has found it particularly 


necessary to watch the handling of 
manufacturing plants and businesses in 
similar cases, as a man who has built a 
business during his lifetime, perhaps de- 
voting 30 or more years to the business, 
does not realize that it cannot be turned 
over intact to a young man _ without 
some provision to tide over the times 
which the older man could handle him- 
self by his established credit. Lack of 
experience and inability to secure credit 
prevent the newcomer in the business 
from meeting emergencies on the same 
level. 


Living Trust Is Created 

for Prospect 

In outlining a definite program, Mr. 
Kieffer takes into consideration all items 
of “assets” as shown in the original sur- 
vey, and combining cash investments 
and life insurance, creates a living trust 
by which all future emergencies will be 
covered. A will is drawn, worked out 
by a board of five probate judges, and 
the trust agreement is drawn up to care 
for every possible question. The final 
program is a complete survey of the 
man's estate and his life program. In 
the case of an extensive estate, it may 
be an outlay of large proportions, rep- 
resenting much time and effort, but by 
this careful analysis of each individual 
case, Mr. Kieffer has built a large clien- 
tele, which is developing prospects with 
out the need of his solicitation. In all 
of this work he has applied somewhat 
system of handling the 
insurance business, with which he 
familiar prior to his entering the 
He surveys the 
prospect more with the viewpoint of a 
fire underwriter than of the old time life 
underwriter, and thus believes he can 
best present the life insurance needs of 
the individual. 


fire 
was 
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WHAT GOOD, HONEST, HARD WORK WILL DO 
IS SHOWN IN ILLUSTRATION FROM LIFE | 











HAT honest hard work will do 
WV was shown in a clear-cut case by 

B. F. Hadley, vice-president of the 
Equitable Life of Iowa, in a talk at the 
annual meeting of the agents of that 
company in Chicago. Mr. Hadley told 
of a young man who called at the home 
office to learn something about life in- 
surance. He was referred to general 
agents who gave him a contract and 
sent him to a small town where he was 
a stranger. 





Prospect List Made 


| His first move was to go to the cham- 
} ber of commerce and get a list of mem- 
f bers. He also went through the down- 
{ town buildings, taking names from office 
| doors. Names were also taken from 
shops in the business district. From 
these a prospect list was made up. 
Having no clue to the age, families or 
| circumstances of the prospects, only a 
| general letter could be used and the 
hagent used one supplied by the com- 
pany. The letters were sent out at the 
rate of 25 a day, being carefully grouped 
| by location so they could be followed 
up without loss of time or energy. 
The agent set himself a minimum of 
15 calls, or rather contacts, a day. 


If | Incidentally, 


a call did not result in a contact it was 
not counted. Along with these contacts 
the agent set himself a minimum of two 
interviews a day, and one application a 
week, to start. 

With this heavy program, the agent 
nevertheless made it a point to attend a 
brief daily class at the general agency 
office. This meant he could not get back 
to his own town before 10 or 10:30 a, m., 
but he considered the time well spent, 
and keeps up his attendance at the 
classes, 

Work Brought Results 

Naturally as Mr. Hadley described the 
amount of work done his auditors waited 


with great interest for the result. When 
it was announced it brought cheers 
The agent in his first seven months 
wrote $172,000 of paid business, on 
which the check in that time went to 
the home office, and his total of written 


and examined business in the seven 


months was over $200,000. 


The young agent naturally is pleased 
He admits that it was hard at first, but 
his results are getting better. That is, 


his average production per call and per 
interview is going up. His customers 
are helping him with additional names 
his chief source of names 





now, except for those given him by cus- 
tomers, is his daily newspaper. He de- 
clares he can get eight or 10 names a 
day out of the newspaper to add to his 
prospect file. He begins with letters, 
but they are always followed up. He 
does not expect a letter to bring in an 
application, or even an inquiry. The 
letters merely do part of his work of 
convincing the prospect on life insur- 
ance. He is willing to do the leg-work 
himself, but he cuts it down by sending 
his letters each day into a small area. 

Such a program of work for his agents 
would make many a general agent laugh. 
If it were cut two-thirds would still be 
heavy for some agents. This young 
man, however, wanted success, and he 
will get better with every month, He 
is on the road to fortune. 


Julius Meyer Saw to 
It That His Men Were 
Fully Awake for Action 


7 LIUS H. MEYER, Chicago general 
agent of the New England Mutual 
Life, recently inaugurated a summer 
Lusiness campaign. He adopted a novel 
scheme to announce the plan to his 
agents. Mr. Meyer hoped to start the 
campaign with a bang, to make his 
men alert and to arouse them to action. 
Hence he sent a special delivery letter 





to each one at his home and dropped 
it in the postoffice so that it would be 
distributed after 10 p. m. The announce 
ment was headed “Awake.” Almost all 
the men had retired when the special 
delivery letter came to their home. It 
served to impress the men with the 


importance of the and they 


rallied to the 


Callpaign 
colors. 


Excellent Approach to 


Insurance Prospect 

An agent of the New England Mutual 

begins an interview in the following 
way: 


Mr. Prospect, you want to know two 
things. “What do I pay, and what do 
I get?” 

The first of these I will answer in a 
few moments. As to the second, you 
will want me to answer six questions. 

1. What shall I get if I live 

2. What shall I get if I become dis- 
abled? 

3. What shall I get if I die? 

4. What shall I get if I die by acci- 
dent? , 

5. What shall I get if I need money 
badly? 

6. Then, what shall I get if I quit? 

I cover each of these points and then 


pull out my application. 


Hits Million-a-Month Clip 


Federal Union Life of Cincinnati 
is hitting the million-a-month clip on 
new business and has set its goal for 
1926 at $10,000,000 new business and 
$5,000,000 increase. New agencies at 
Philadelphia, Cleveland, Knoxville and 
New Orleans are contributing materi- 
ally to the result. President Frank M. 
Peters is very much pleased with the 
outlook for the year and states the in- 
creased production is being made with- 
out any increase in the expense ratio, 
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ACTUARIES 





CALIFORNIA 





ARRETT N. COATES 
CONSULTING 
ACTUARY 


354 Pine Street - - San Francisco 





ILLINOIS 





ONALD F. CAMPBELL 
CONSULTING 
ACTUARY 
160 N. La Salle St. 


Telephone State 7298 
CHICAGO, ILL. 








A. GLOVER & CO. 
® Consulting Actuaries 


29 South La Salle Street, Chicago 
Life Insurance Accountants 
Statisticians 








H. NITCHIE 
° ACTUARY 


1523 Assn. Bidg. 19 S. La Salle St. 
Telephone State 4992 CHICAGO 





INDIANA 





AIGHT, DAVIS & HAIGHT, Inc. 
Consulting Actuaries 
FRANK J. HAIGHT, President 
INDIANAPOLIS 
Omaha, Denver, Des Moines 








ARRY C. MARVIN 
CONSULTING ACTUARY 
2105 North Meridian St. 
INDIANAPOLIS, INDIANA 








A. ANDERSON 
e ACTUARY 
518 Valley Nat. Bank Bldg. 
Tel. Walnut 1628 


Des Moines lowa 








E L.. MARSHALL 
- 


CONSULTING ACTUARY 
Hubbell Building 
DES MOINES, IOWA 





MISSOURI 





OHN E. HIGDON 
ACTUARY 
424 Argyle Bidg., Kansas City, Mo, 








A LEXANDER C. GOOD 


CONSULTING ACTUARY 


1416 Chemical Building 
ST. LOUIS 








ED D. STRUDELL 
CONSULTING ACTUARY 


722 Chestnut St. 
St. Louis 





OKLAHOMA 





J. McCOMB 
e ._COUNSELOR AT LAW 
CONSULTING ACTUARY 
Premiums, Reserves, Surrender Val- 
etc., Calculated. Valuations 
Examinations Made. Policies 
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NASHVILLE LECTURE COURSE 


Series of Addresses on Scientific Sales- 
manship Sponsored by Life 
Underwriters 


NASHVILLE, TENN., Aug. 4.—A 
course of 12 lectures on “The Funda- 
mentals of Scientific Salesmanship and 
Business Efficiency” was initiated 
Thursday by the Nashville Association 
of Life Underwriters, of which H. B. 
Alexander, state manager of the Aetna, 
is president and Jack Horner of the 
Massachusetts Mutual is secretary. 

The lectures are being given twice 
daily by Robert Taylor, Memphis, 
Tenn., head of the Taylor School of 
Salesmanship. Mr. Taylor in his lectures 
deals with the fundamental principles 
underlying all salesmanship, but particu- 
larly with reference to insurance. Among 
the subjects treated are: “The Develop- 
ment of Personality,” “Character Anal- 
ysis,” “The Mental Law of Sale,” 
“Personal Efficiency,” “Powers of Sug- 
gestions,” “Pre-Approach and _  Ap- 
proach” and “Decision and Action—the 
Close.” 





Mr. Alexander and Mr. Horner said 





that while the lectures are sponsored by 
the life underwriters, salesmen in other 
lines would be admitted. 

Mr. Taylor, who is on a tour of ten 
southern cities, said that he found Nash- 
ville one of the best insurance cities of 
Tennessee. 

*x* * * 

Indianapolis—With a new organiza- 
tion completed for the coming year, the 
Indianapolis association already is busy 
formulating its 1926-1927 program. 
Working in conjunction with the na- 
tional association, the local body is in 
the midst of a membership campaign, 
and it is expected that the total mem- 
bership will be increased to 
the fall season begins. Regular meet- 
ings will be resumed in September, while 
the association is planning a monster 
Christmas party to be held late in De- 
cember. Mansur B. Oakes, chairman of 
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WHY SOME DO NOT SUCCEED 


Public Savings Lists Reasons Why 
Agents Do Not Reach the 
Goal Desired 


The Public Savings gives some rea- 
sons why some agents do not succeed 


| in writing business and in building up 


500 before | 


a satisfactory debit. Here are some of 
the reasons given: 

Because they are not persistent stu- 
dents of their business. 

They fail to do enough canvassing, 
_ They neglect to keep a record of in- 
formation for later use. 

Have no system in following up pros- 


| pects. 


the program committee, has announceed | 


that James Victor Barry, vice-president 
of the Metropolitan Life, will be the 
principal figure at this event, acting as 
Santa Claus. 
* * x 

Des Moines—Walter Ferrell has been 
elected by the Des Moines association as 
chairman of the speakers bureau, which 
is a newly organized department in the 
association. Mr. Ferrell has just com- 
pleted a term as a member of the board 
of directors of the association. 











NEWS OF LIFE 


POLICIES 





“New F Policies, Premium Rates, 
Values and all Changes in Pi wate 
Books, etc. Supplementing anus 
izest,”” published annually in May at $3.50 and the 
“Little Gem” published annua!ly in April at $2.00. 

















(CONTINUED FROM PAGE 22) 


terly rates and the salary savings 
monthly rates have been reduced for 





all plans, both participating and non- 
participating on policies issued aiter 
Aug. 1. 

Semi-annual premiums will be 51 per- 


cent, quarterly premiums 26 per cent | 
and monthly premiums 8.75 percent of | 


the annual premium. No change is made 
in semi-annual, quarterly or 
premiums in policies issued 
Aug. 1, 1926. 

On and after Aug. 1 no deduction will 
be made for semi-annual, quarterly or 


prior to 


monthly premiums to complete balance | 


of premium payment for the policy year 


current at the time of death. Should a | 
the quarterly | 


policyholder paying on 
basis die in the first quarter of his pol- 


icy year his beneficiary or estate would | 
not have to pay for the three remaining | 


quarters but would obtain the full face 
of the policy, plus any additions due it. 
The company also will issue a modi- 
fied life policy on particularly attractive 
rates. : J 
In addition salary savings insurance 
rules have been revised and liberalized. 


Travelers 


By a new ruling of the home office 
of the Travelers part-time agents are 
granted the privilege of writing non- 
medical life insurance at all times but 
subject to certain restrictions. Formerly 
the sale of such insurance was limited 
to full-time agents except during the 
special June drives of the company when 
part-time agents were allowed to sell 
the nonmedical plan. 


George Washington Life 


The George Washington Life of 
Charleston, W. Va., has decided to adopt 
the non-medical plan in amounts not 
to exceed $2,000 and on ages from 15 
to 45 inclusive. The company now re- 
quires but one medical examination on 
risks up to and including $25,000. Ap- 
plicants for amounts over that have two 
examinations on different days conducted 
by different doctors. 


Cosmopolitan Thrift Association 


The Cosmopolitan Thrift Association 
of Lincoln, Neb., recently licensed as a 


monthly | 
|} of 10 


| has 





mutual, legal reserve life company, has 
operated as a savings society for some 
time, but under the new charter issues 
a membership certificate which from the 
date of issues carries $150 endowment 
insurance for each unit, a limit of 12 
units to be written on any one risk. The 
annual deposit is the same for all ages 
for each unit. 

On the lives of children the certificates 
are issued as educational endowment to 
mature in time for use as college or uni- 
versity expenses. Officers of the com- 
pany are Jack Mathews, chairman of 
the board; C. H. Roper, president; D. H. 
Campbell, vice-president; Fred Eysner, 
secretary; Dr. R. W. Reynolds, treasurer. 


Massachusetts Mutual 


The Massachusetts Mutual Life has de- 
cided to extend the lower age limits at 
which it will insure lives to the age 
for both males and females, the 
lower limit applying to all forms of 
policies issued by the company which 
hitherto operated with age limits 
14 to 65. 

Equitable Life of Iowa 

The Equitable Life of Iowa 
mitted to the Iowa insurance department 
for approval a new 10 year term policy 
with disability benefits. The disability 
clause provides for an income of $10 per 
month per $1,000 of insurance. There is 





| formerly covered by 


| the 


has sub- | 


a provision that if the insured should be | 


in receipt of disability benefits on 
anniversary of the policy when the con- 
version option expires, the company, 
without request from the insured, 
automatically issue an ordinary life par- 
ticipating policy with total and perma- 


the | 


will | 


nent disability benefits for the same face | 


amount of insurance as the term policy. 
This automatic exchange provides that 
the insured will continue to receive dis- 


ability payments so long as the disabil- 


ity continues. At age 35 the rate for 


the policy is $13.64, of which $1.94 is for | 


the disability benefit. The 
the insurance department is 
within a week or two. 


approval of 
expected 


Effect of Accepting Premium 


Appellant insurance company defended 
an action on a health and accident policy 


on the ground of misrepresentation. On | 


Dec. 6, 1923, defendant 
record showing that plaintiff had suf- 
fered from certain diseases which he had 
concealed from defendant when making 
application. 
accuracy of the records or that they were 
sufficient to defeat the policy. 
three weeks later it received and ac- 
cepted a quarterly payment from plain- 
tiff. Held that retention of such install- 


received an army | 


Defendant did not doubt the | 


Nearly | 


ment, with knowledge of the facts ren- | 


dering the policy void, ratified and 
affirmed it as a subsisting obligation. 
Williams vs. National Casualty, Sup. Ct. 
Wisconsin. June 21. 


| 
| 


They do not devote at least one day 
each week to ordinary production. 
Literature is not fully utilized. 

distribute rather than use it. 

They delay in tracing removals and 
are negligent in giving proper attention 
to transfers. 

Collection books are improperly kept. 

Do not give the necessary time to 
study of the rate book and instruction 
book. 

They fail to realize the importance of 
Monday’s work. A Monday lost can 
not be regained. 

The agents who succeed are wide- 
awake to the possibilities that the busi- 
ness affords and strive to become pro- 
ficient salesmen and business managers. 


They 


Cawley Goes to Chicago 


Anthony J. Cawley, in charge of the 
industrial department of the John Han- 
cock Mutual Life at Saginaw, Mich., has 
been appointed superintendent of Chi- 
vago No. 7. He succeeds Superintendent 
Von Garlem, who will probably continue 
to represent the company in another 
capacity. 


Western & Southern News 


A new district has been established at 
Barberton, Ohio, territory, which was 
the Akron district 
of the Western & Southern. Assistant 
Superintendent Harry Walters of Akron 
was promoted to the superintendency of 
new district. 

The leading district in 
for 1926 is Middletown, O., under Super- 
intendent F. E. Brawley. The leading 
Assistant Superintendent is A. C. Wil- 
son of Portsmouth, O., and the leading 
agent is L. Dalbor of Chicago-Lakeview. 

The policyholders of the Western & 
Southern in the Cincinnati district are 
invited to be the guests of the company 
at the jubilee to be held Aug. 12-13. 
Coney Island will be the scene of the 
first day's celebration, while the second 
will be at the Cincinnati Zoological 
Gardens. 


joint results 


Public Savings Changes 
Public Savings field changes are: 
Superintendent R. B. Duncan of Hunt- 

ington, Ind., Marion district is promoted 
to manager at Elkhart, Ind. 

Agent C. B. Jackson of Huntington is 
promoted to superintendent at that city. 

Agent C. J. Rohrbaugh, Fort Wayne, 
is promoted to superintendent at that 
city. 

A new independent superintendency 
has been created at Pontiac, Mich. 

W. A. Mette is promoted to superin- 
tendent Detroit No. 4. 

Agent W. A. Wedding, Springfield, 
Ohio, is promoted to superintendent at 
that city. 

Agent I. Reynolds, Norwood, 
promoted to superintendent at Norwood. 
Agent J. D. Gauffant, Dayton, O. West, 
is promoted to superintendent in that 
city. 


Ohio, 





Home Office Man Wanted 


A small well-established eastern life in- 
surance company would like to secure @ 
man who has had home office experience, 
particularly policy issuing. 


Address S-89 1 
Care The National Underwriter. 














